


e 
a 








The Problem of the Moment for ACCOUNTANTS— ENGINEERS 


ts 


&? zoperty 


Records 
S ystems 








The 1939 report of the A. G. A. Commit- 
tee on Property Records gives the com- 
bined experience of the Gas and Electric 
Companies who have had to meet this 
problem and their solution of it. 


It is invaluable to those who have yet to 
| set up their system and organization and 
| to those who must advise companies in the 

| | solution of this problem. 
} 
| 
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This report is available at—$2.50 for 
single copies. Ten copies, $2.00 each. 
Twenty copies, or more—$1.50 each. 
Prices are F.O.B. New York City. 


Please Address Orders to 


TTI AMERICAN GAS ASSOCIATION 
Ht | 420 Lexington Ave. New York, N. Y. 
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\ 7 ALTER C. BECKJORD, of New York, newly elected 
president of the American Gas Association. Mr. Beckjord 


is chairman of the executive committee and vice-president and 
general manager of the Columbia Gas & Electric Corporation. For 
a brief sketch of his distinguished career, please turn to page 392. 
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AN EPIC CONVENTION 
.... Keynote Is Gas Service Tomorrow 





N keeping with the spirit of the New York World's Fair, 
the keynote of the annual convention was the portrayal 
of tomorrow and its possibilities for the gas industry. “We 
have the fuel of today—let’s insure, by an enlarged and sus- 
tained research program, that we have it tomorrow, and let’s 
continue to let the public know that we have it through our 
national advertising and sales promotional campaigns.” 
These words well sum up the prevailing sentiment of the 
largest, most successful gas convention held in recent years. 
More than 3,200 registered delegates taxed the facilities 
of the Hotel Pennsylvania, New York City, October 9 to 
12, to see and hear the host of distinguished speakers. De- 
e spite the allure of a world-famous exposition, they paid 
“close attention to the business program and participated 
whole-heartedly in the fruitful discussions. 


In many ways, it was a historic convention. Just 20 years 
ago, the first annual convention of the American Gas As- 
sociation was held in the same setting—the Hotel Pennsyl- 
vania. Since that time, the industry has grown from one 
having slightly more than 11 million customers to well over 
17 million—the highest peak of popularity the industry has 
ever known. In the intervening period, there have been 
revolutionary changes in gas appliances and equipment, as 
well as in operating methods and new concepts of adver- 
tising, rate-making, public relations and sales methods. 

These facts, fortified by the knowledge that gas was able 
to dominate a Fair whose theme is the World of Tomor- 
row, justified the aggressive optimism voiced again and 
again by the leaders of the industry. The keynote was 
struck on the first day of the convention by Past President 
Clifford E. Paige, speaking at the Gas Industry Day Cere- 
monies at the World’s Fair, when he said: ‘Today we are 
good—gas service tomorrow will be arid must be better.” 

Delegates to the convention were able to see for them- 
selves how gas service had proved itself under all condi- 


tions at the Fair, when they made a conducted tour of 
various gas-using exhibits during the Gas Industry Day pro- 
gtam on Monday. Featured on this program was the ad- 
dress of Mr. Paige who spoke in the court of the Gas 
Industries Building after an introduction by President Con- 
rad N. Lauer, of Philadelphia. In welcoming the delegates 
to the Fair, and particularly the gas exhibits, he said that 
“never in the history of civilization have there been facili- 
ties both on display and in actual use, so extensive as the 
services furnished here by the utilities.” 


Pointing out that the Fair uses as much gas each day as a 
city the size of Battle Creek, Mich.; Scranton, Pa.; or Fall 
River, Mass., Mr. Paige said that this Fair uses two and 
one-half times as much gas as has ever before been used at 
an exposition. “Moreover,” he continued, “gas will be 
used extensively this winter to protect the Fair’s buildings 
against bad weather. 

“It took 148 million cubic feet of gas to warm workmen 
and buildings and to dry floors, walls, plaster and paint be- 
fore the Fair opened last April. Since then gas has been 
used to heat half a million gallons of water each day for use 
at the Fair, through the medium of 654 gas-fired units 
which burn 163,035 cubic feet of gas per hour. The Fair, 
he pointed out, “requires that all public eating utensils be 
immersed for at least two minutes in water at least 180 de- 
grees hot. Two hundred and sixty-seven gas-fired dish- 
washers and sterilizers help do this job. The tremendous 
amount of food cooked each day at the Fair requires the 
use of 1,474 gas-fired hotel and restaurant ranges, plus such 
appliances as coffee urns, bake ovens, toasters and hot 
plates.’ Many of these installations, as well as the more 
spectacular uses of gas in the various exhibits and for dis- 
play purposes, were viewed for the first time by the con- 
vention visitors. 
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From the time he opened the con- 
vention until his concluding remarks, 
President Lauer conducted the sessions 
with consummate skill. His forceful 
leadership and keen insight into Asso- 
ciation activities were major factors 
in the smooth progress of the conven- 
tion and, more important, of the gas 
industry during the past year. In his 
presidential address at the first general 
session, he reviewed the salient points 
of the Association year and reaffirmed 
his faith in the industry's future. His 
inspiring remarks are reproduced in 
full elsewhere in this issue. 


Stirring Appeal for Research 

A resounding call to the gas industry 
to embark on a comprehensive co- 
ordinated and systematized research 
program was the outstanding develop- 
ment of the convention. In a stirring 
appeal, Frank H. Smith, of Houston, 
Texas, chairman of the Committee on 
Fundamental Research, outlined a pro- 
gram endorsed by the Executive Board, 
calling for the establishment of an in- 
stitute which will be devoted primarily 
to pure research. 

While the gas industry in the past 
has devoted much attention to research 
and has in fact been in the forefront 
of those industries who have been en- 
gaged in such activity, there has never 
been a coordinated, independent, in- 
dustry-wide agency for the sole pur- 
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1 partial view of the throng which crowded the general sessions at the annual convention 


At right—Speakers’ platform 
during the opening session. 
P. Schereschewsky, of the 
Paris Gas Company, is ex- 
tending the greetings of the 
French gas association. to the 
convention. In the back- 
ground are Julian Garrett, 
president, Canadian Gas As- 
sociation; Conrad N. Lauer 
and Alexander Forward, 
president and managing di- 
rector, respectively, of the 
American Gas Association. 
Kurwin R. Boyes, secretary 
of the Association, is at the 
extreme left 


pose of conducting research. Such is 
the nature of the plan worked out by 
the committee and explained fully for 
the first time at the convention. Re- 
garded as the most significant under- 
taking since the inauguration of the 
National Advertising Program four 
years ago, it was received with great in- 
terest. 

While Mr. Smith paid tribute to 
the valuable and resultful work of past 
and present A. G. A. and other re- 
search projects, he pointed out that 
these were mainly in the field of ap- 
plied research, relating to the tools of 
our trade and strongly urged the or- 
ganization of a research institute, op- 
erated by members of the industry, 
comprised of a selected technical per- 
sonnel with independent operation as- 
sured for a period of years. Mr. Smith's 
report is covered in detail in this issue. 


[ 372 ] 


DULL 


AUMNULALLUUUUH 





Mr. Smith’s plea was supported by 
Herman Russell of Rochester, past 
president of the Association, who 
spoke on “Technical Developments 
and Their Effect on the Gas Industry.” 
In an informative account of research 
efforts, Mr. Russell called attention to 
the debt owed the technicians of the 
gas industry but urged even greater re- 
search efforts in the future. ‘The time 
has come,” he said, “when these de- 
velopments, directly the result of re- 
search work, must be enlarged and 
intensified if our industry is to main- 
tain and enhance its position in sup- 
plying the heat energy requirements of 
home and industry.” 

Mr. Russell commended wholeheart- 
edly the work of Mr. Smith and his 
committee, and fully endorsed the re- 
search institute plan. “There is need,” 
he stated, “for new uses for our prod- 
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ucts, development of valuable by-prod- 
ucts, new processes of production, new 
appliances and always improvement of 
the old.” He referred to a similar re- 
search program now under way in 
Great Britain as recognition of the 
need for such a program and con- 
cluded: “The industry is on the march 
—let’s keep it so.” 

While the attention of the conven- 
tion was focussed more strongly than 
ever on research, the twin keynotes of 
the last few years, advertising and 
sales promotion, were very much in 
evidence. In fact, the voices of ad- 
vertising and sales were louder and 
more insistent than any others. Four 
speakers on the general sessions pro- 
gram and many more in the sectional 
meetings devoted their full attention 
to these problems and mapped out a 
progressive program. 


More Advertising Urged 

James F. Pollard, of Seattle, Wash., 
who earlier in the day had received 
the Charles A. Monroe Award for his 
work in starting the National Adver- 
tising Campaign, spoke on “A Rock- 
Ribbed Foundation for Gas Industry 
Development.” With the same elo- 


quence and infectious enthusiasm 


which won the award for him, Mr. 
Pollard made out a strong case for the 
enlargement of the national advertis- 
ing fund. 

Warning against procrastination, 
Mr. Pollard said: ‘No year is auspici- 
ous for an increased appropriation for 
anything. If we wait for a year when 
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we have the money we won't mind 
spending for advertising, it will never 
come and if it should come we would 
be getting so much business we 
wouldn’t need any more advertising. 
Short as profits may be, hard as money 
may be to get, now is the accepted time 
to spend more money for advertising.” 

The three-year cooperative national 
advertising campaign was started in 
1936 and last spring was renewed for 
another three years, Mr. Pollard said, 
outlining results to date. These in- 
clude an improved public attitude to- 
ward gas, a heightened morale on the 
part of the industry, a stronger local 
promotion effort by dealers and local 
companies, a combating of criticism of 
the industry, a new conception of the 
stability and aggressiveness of the in- 
dustry on the part of investment bank- 
ers and the enlisting of new allies in 
other industries. An abstract of Mr. 
Pollard’s remarks will appear in the 
December issue. 


The gas industry is on the threshold 
of new markets which can only be ob- 
tained after renewed selling energy has 
been injected into it, A. F. Rice, of 
Los Angeles, told the convention in 
an address on “The Sales Outlook.” 
He emphasized the need for creating a 
new concept of gas service by selling 
the idea of the superiority of gas fuel 
as well as the modernity and efficiency 
of its appliances. ‘‘Practically every 
superior service feature of every gas 
appliance is because of certain per- 
formance characteristics of gas itself,” 
he said. “Gas men and women must 
be made to appreciate and in turn to 
exploit the service benefits that stem 
from gas itself and for no other rea- 
son.” 

While gas is now used to operate 
radios, electric clocks and thermostatic 
controls, through the medium of gas 
energized thermopiles, as well as the 
more widely known domestic applica- 
tions, the saviour of the gas industry 


This year's convention at the 
Hotel Pennsylvania took many 
old timers back twenty years 
to the first annual meeting of 
the American Gas Association 
in the same setting. Above is 
shown the equipment dis- 
played at that first convention 
which was the last word in 
beauty and efficiency then but 
cannot compare with the CP 
gas ranges and other modern 
streamlined gas appliances of 
today 
A gala affair was that first 
A. G. A. banquet, filled with 
good fellowship. Many of 
those present also attended the 
twenty-first annual convention 
last month 
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New A. G. A. Officets 


PRESIDENT—Walter C. Beckjord, vice-president and general manager, Colum- 
bia Gas and Electric Corp., New York, N. Y. 

FIRST VICE-PRESIDENT—T. J. Strickler, vice-president and general manager, 
Kansas City Gas Company, Kansas City, Mo. 

SECOND VICE-PRESIDENT—George F. Mitchell, president, The Peoples Gas 


Light and Coke Company, Chicago, III. 


TREASURER—Ernest R. Acker, president, Central Hudson Gas & Electric Corp., 


Poughkeepsie, N. Y. 


DIRECTORS—TWO YEAR TERMS—Frank H. Adams, president, Surface 
Combustion Corp., Toledo, Ohio; James B. Black, president, Pacific Gas and Elec- 
tric Company, San Francisco, Calif.; Charles M. Cohn, executive vice-president, 
Consolidated Gas, Electric Light and Power Co. of Baltimore, Baltimore, Md.; 
H. L. Dickerson, Ebasco Services, Inc., New York, N. Y.; Leon B. Eichengreen, 
Philadelphia Electric Co., Philadelphia, Pa.; C. E. Gallagher, president, The East 
Ohio Gas Co., Cleveland, Ohio; N. Henry Gellert, president, National Public 
Utilities Corp., Philadelphia, Pa.; R. H. Hargrove, vice-president and general man- 
ager, United Gas Pipe Line Co., Houston, Texas; George S. Hawley, president, 
Bridgeport Gas Light Co., Bridgeport, Conn.; C. E. Paige, president, The Brook- 
lyn Union Gas Company, Brooklyn, N. Y.; Louis Ruthenburg, president, Servel, 


Inc., Evansville, Ind. 
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remains the gas range, Mr. Rice as- 
serted. ‘Gas range sales are 38 per 
cent ahead of last year and are grow- 
ing in sales ratio over electric from 
31% to 1 in 1937 to 4 to 1 now.” 

An unqualified supporter of na- 
tional advertising, Mr. Rice said: “We 
can thank our cooperative national ad- 
vertising campaign for reconditioning 
the public mind, which was formerly 
in a state of doubt, to re-acceptance of 
gas service as something useful, de- 
sirable and modern.” 


Industrial Gas Advancement 


Further advancement of gas in the 
industrial field is assured if aggressive 
promotional methods are pursued, C. 
E. Bennett, of Pittsburgh, declared in 
an address at the second general ses- 
sion. Describing the opposite meth- 
ods of approach required in the indus- 
trial as compared with the domestic 
field, he stated that the former re- 
quires “technically trained and experi- 
enced sales engineers with the inge- 
nuity to adapt our fuel to the particular 
use under consideration,” whereas the 
latter requires appeal to the aesthetic 
tastes of the housewife. 

The industrial gas load is more se- 
cure today than it was in 1929 Mr. 
Bennett asserted, pointing out that ten 
years ago “about 90 per cent of our 
load was susceptible to displacement 
with only minor changes in equipment, 
while today 85 per cent would require 
major changes in equipment before 
other fuels could be substituted and in 


some cases substitution would be im- 
possible.” 

The fourth speaker at the general 
sessions to devote attention to adver- 
tising and sales problems, Dr. Kenneth 
Dameron, Ohio State University, an- 
alyzed the gas industry market with 
particular attention to the consumer. 
He congratulated the industry upon the 
development of the Certified Perform- 
ance gas range as being in line with 
the consumer demand for more exten- 
sive use of informative labels on ap- 
pliances. He devoted much of his talk to 
the consumer movement which he called 
one of the most significant movements 
in social and business history. 


Package” Home Market 


Dr. Dameron stated that the trend 
in low-cost housing and especially the 
so-called “package” home offers a mar- 
ket opportunity to those engaged in 
the sale of gas appliances. ‘The re- 
tailer of gas appliances, whether it be 
the utility or department store or 
dealer, should take advantage of the 
Opportunity to work with architects, 
builders and contractors in an effort to 
become part of this transaction.” His 
conclusion was: “If the gas industry 
management wants the market, it is 
there.” 

An important address at the first 
general session was that on ‘Reality in 
Accounting” by Dr. Thomas Henry 
Sanders, professor of accounting, at 
Harvard University’s Graduate School 
of Business Administration. Manage- 
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ment must adhere to reality in account- 
ing, Dr. Sanders said, “by employing 
reasonable and conservative practices 
in the treatment of property values, the 
statement of capital stock and surplus, 
the disposition of bond discount on 
bonds outstanding and on bonds re- 
tired, the provision of adequate depre- 
ciation, and the full disclosure of all 
liabilities.” 

Professor Sanders termed the actual 
cost to the present owner, which is the 
general basis for the accounting for 
property, to be a concept of genuine 
importance. He explained that this 
basic idea, if the problem is candidly 
dealt with, may be reconciled with the 
new idea of the actual cost to the 
original owner. An injustice may be 
done, however, if rules are laid down 
which conceal or remove the actual cost 
to the present owner, he pointed out. 


Manufacturers’ Cooperation 


E. R. Guyer, of Chicago, president 
of the Association of Gas Appliance 
and Equipment Manufacturers, urged 
the various units of the gas industry to 
cooperate vigorously for the common 
good of the entire industry. He said 
that the experience of the industry dur- 
ing a period of recession and depres- 
sion, during which it expanded its 
market in both industrial and domestic 
uses, indicates the benefits accruing 
from such cooperation. The appliance 
manufacturers are improving the ef- 
ficiency of their products and con- 
stantly modernizing them, he said, 
pointing out that specifications for gas 
appliances are worked out by joint 
committees of the A. G. A. E. M. and 
the American Gas Association. 

In presenting a progress report of 
the Rate Committee, C. F. deMey, of 
Columbus, Ohio, chairman, urged the 
necessity of retaining rate structures 
at all times sufficiently flexible to meet 
changes in economic conditions. He 


Next Convention in 
Atlantic City 


The fullest consideration having 
been given to all factors involved, the 
Commitee on Time and Place recom- 
mended that the twenty-second annual 
Convention of the Association be held 
in Atlantic City, N. J., the week of 
October 7, 1940. The recommenda- 
tion was adopted by the convention. 
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said that regulatory statutes in many 
instances are at odds with the eco- 
nomic problem of competitive selling. 
“Many state regulations are deficient 
in that rates based on competitive costs 
are either ignored or at least stated 
with such ambiguity that administra- 
tive officials are unable to recognize 
fully all of the factors other than cost 
which necessarily control rate making 
for such service,” he said. 

“Such omissions,’ Mr. deMey con- 
tinued, “should be corrected so as to 
allow greater freedom to follow the 
trend of competitive fuel prices. If 
they are not, a larger portion of the 
additional burden will have to be born 
by domestic and other non-competitive 
customers. Moreover, earnings will 
lag behind rising costs, because of the 
length of time required by regulatory 
authorities to complete their investiga- 
tions. 

“It would appear, therefore, that in- 
dustrial and other competitive service 
rates should be sufficiently diversified 
to expand markets, and, with due con- 
sideration to local conditions, should 
embody provisions for adjustments, 
automatic and otherwise, consistent 
with our own cost changes as well as 
for variations in prices of competitive 
fuels where practicable.” 


Natural Gas in California 

W. G. Vincent, of San Francisco, 
Calif., presented a comprehensive dis- 
cussion of the expansion of natural gas 
in California. He told the convention 
that although it might appear that to 
depend on oil companies for their nat- 
ural gas supply would place the gas 
companies in a precarious position, ac- 
tually such an arrangement has much 
to commend it. 

“Under this plan the oil companies 
are free to explore for and produce 
oil and gas with maximum efficiency 
and with greatest probability of suc- 
cess,” Mr. Vincent said. “It also re- 
lieves the gas companies of large ex- 
penditures which can be justified only 
with the hope of greater return than 
is generally allowed by regulatory com- 
missions. Moreover, if unsuccessful 
explorations ate carried out by gas 


companies they will never recoup the . 


expenditures made for such purposes.” 
“Yet, a substantial area of dry gas 
lands under complete control of gas 
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New Chairmen for 1939-1940 


. ACCOUNTING SECTION: Chairman—F. B. Flahive, Columbia Gas and Elec- 
tric Corp., New York, N. Y.; Vice-Chairman—E. N. Keller, Philadelphia Electric 


Co., Philadelphia, Pa. 


COMMERCIAL SECTION: Chairman—Davis M. DeBard, Stone & Webster 
Service Corp., New York, N. Y.; Vice-Chairman—R. J. Rutherford, Worcester Gas 


Light Co., Worcester, Mass. 


INDUSTRIAL GAS SECTION: Chairman—Franklin T. Rainey, The Ohio Fuel 
Gas Co., Columbus, Ohio; Vice-Chairman—H. Carl Wolf, President, Atlanta Gas 


Light Co., Atlanta, 


Ga. 
MANUFACTURERS’ SECTION: Chairman—E. R. Guyer, vice-president, Crib- 


ben & Sexton Co., Chicago, Ill. 


NATURAL GAS SECTION: Chairman—Elmer F. Schmidt, vice-president, Lone 
Star Gas Company, Dallas, Texas; Vice-Chairman—Harry D. Hancock, president, 


Gas Advisers, Inc., New York, N. Y. 


TECHNICAL SECTION: Chairman—A. M. Beebee, Rochester Gas and Electric 
Corp., Rochester, N. Y.; Vice-Chairman—D. P. Hartson, Equitable Gas Company, 


Pittsburgh, Pa. 





companies is an extremely desirable as- 
set and assures a supply difficult other- 
wise to obtain,” Mr. Vincent said. 

In the early part of 1938 the gas 
reserves of California were estimated 
as 6.9 trillion cubic feet, or a 20-year 
supply at the then rate of production, 
but additional fields have since been 
discovered, he said. 

W. N. Bissell, of Albany, N. Y., 
chairman of the Association’s Commit- 
tee on Personnel Practices, presented 
a brief summary of the work of that 
group. Urging an executive check-up 
of employee relationships to avoid du- 
plication of work and discrimination 
between employees, Mr. Bissell said 
that ‘‘chief executives of many com- 
panies have increased the effectiveness 
of their organizations by reviewing the 
labor practices of various depart- 
ments.” In addition to addressing the 
general session, Mr. Bissell presided 
at a special luncheon conference on 
personnel practices which is reported 
elsewhere in this issue. 

The work of the A. G. A. Testing 
Laboratories was reviewed briefly by 
A. F. Bridge, of Los Angeles, a mem- 
ber of Laboratories’ Managing Com- 
mittee. After describing the rapid ex- 
pansion of the Laboratories’ services, 
Mr. Bridge said that the Association’s 
new earthquake-proof laboratory in 
Los Angeles will shortly be ready for 
occupancy, thus providing much- 
needed additional facilities for testing 
and other laboratory work. 

The general sessions were rounded 
out by the presentation of awards for 
life saving and for exceptional achieve- 
ment in the industry during the year. 
An account of these awards appears on 
a later page. 
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The convention adjourned on a high 
note of optimism and faith in the in- 
dustry’s future which was well ex- 
pressed by President Lauer in his clos- 
ing remarks: “We are a live industry 
which is going on to bigger and better 
things.” 


CP Gas Range Campaign 
Effort Intensified 


BUDGET of $110,000 for 1940 na- 

tional sales promotion of CP Gas 
Ranges, which is double the 1939 appro- 
priation, has been approved by the twenty- 
five gas range manufacturers in the Asso- 
ciation of Gas Appliance and Equipment 
Manufacturers now producing CP Gas 
Ranges. This was announced following a 
joint meeting of the Domestic Gas Range 
Committee of the Association of Gas Ap- 
pliance and Equipment Manufacturers with 
a similar committee of the American Gas 
Association held October 12 in the Hotel 
Pennsylvania in New York. 

W. E. Derwent, vice-president of the 
George D. Roper Corp., of Rockford, Ill., 
chairman of the Domestic Gas Range Divi- 
sion of the A.G.A.E.M. has announced the 
appointment of Lloyd C. Ginn, sales pro- 
motion manager of the American Stove Co., 
Cleveland, as chairman of the CP Gas Range 
Sales Management Committee which will 
help direct the sales promotion program. 
George Scofield, general sales manager of 
the Republic Light, Heat & Power Co., 
Buffalo, N. Y., is the newly elected chair- 
man of the Domestic Gas Range Commit- 
tee of the American Gas Association. 

In addition to enlarging the appropria- 
tion for 1940 CP range promotion, the 
Association will double its field contact 
force to develop sales training and educa- 
tional programs and to assist dealers and 
utilities in formulating local campaigns 
throughout the year. Emphasis during the 
1940 endeavor will be placed on getting 
local sales outlets in all parts of the United 
States to increase their respective newspaper 
advertising efforts and sales promotion ac- 
tivities for the CP product. 
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Using coal or oil as the raw material for our manufactured gas 
industry leads to speculation as to what might be done with 
these materials if gas is treated as the by-product. 

—Herman Russell 


National Advertising has done more than any other single effort 
to improve the public attitude toward the gas business. 
—James F. Pollard 


It is my firm belief that the securities of the gas industry are 
growing in favor. —Conrad N. Lauer 


The trend in low cost housing, especially the so-called “pack- 
age” home, offers a market opportunity to those engaged in 
the sale of gas appliances. —Dr. Kenneth Dameron 


In 1929 about 90% of our industrial gas load was susceptible 
to displacement with only minor changes in equipment, while 
today, 85% would require major changes in equipment before 
other fuels could be substituted and in some cases substitu- 
tion would be impossible. —C. E. Bennett 


Though interested in both the gas and electric industries for 
many years, my confidence in the gas industry has never wa- 
vered. —Thomas N. McCarter 


The American Gas Association has become one of the most 
outstanding, if not the outstanding, trade organization in 
this country. —Charles A. Munroe 


The A.G.A. and A.G.A.E.M. are twin organizations, and the 
stated objectives of our Association are to promote coopera- 
tive relations with utilities and to promote the use of gas 
as a fuel, and that just about makes us Siamese Twins. 

—E. R. Guyer 


When it comes to natural gas California is self-sufficient and 
self-contained, none being either brought into the state from 
the outside or transported out of the state. 

—wW. G. Vincent 


Yes, salesmanship is wonderful but—gas service is better than 
even the best salesmanship. —Clifford E. Paige 


To the old saying “A man is known by the company he keeps,” 
I wish to add a new one: “A company is known by the men 
it keeps.” —J. Walter Dietz 


The increasing insistence of various agencies merchandising gas 
appliances on handling only A.G.A.-Approved equipment 
constitutes one of the best endorsements of its value, and the 
inherent soundness of our Association’s whole gas appliance 
testing and approval program. —A,. F. Bridge 


Research is an organized method of trying to find out what we 
are going to do in addition to what we are doing now. 
Let us have more big jobs to advertise and talk about! It is 
through research rather than by accident that we may expect 

to find these new jobs. —Frank C. Smith 


Gas men and women of all stations and in all phases of the Gas 
Industry, manufacturing as well as utility, must be made to 
appreciate and in turn exploit the service benefits that stem 
from gas itself and for no other reason. —A. F. Rice 


Better supervisory training is the “key” to the successful solu- 
tion of better management of men, materials and equipment. 


—W.N. Bissell 


The “understudy method” of training supervisors, long in vogue 
in industry, has been. supplemented by systematic training 
designed better to prepare supervisory groups to meet their 
responsibilities. —A. M. Boyd 
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The first requirement for all good accounting is that it be based 
upon, and fairly present, the realities of the situation. 
—Dr. Thomas Henry Sanders 


Our future progress and prosperity depen!s in a large measure 
on whether or not our rate structures at all times retain sufh- 
cient flexibility to meet changes in economic conditions. 

—C. F, deMey 


CP ranges have all the consumer appeal that is required and the 
installation of one of those ranges in a neighborhood turns 
loose a carrier pigeon to spread the news of our superiority. 

Competition can keep on with their Guess-Again Campaigns 
but for us it will continue to be—‘Gas Again.” 

—R. S. Agee 


In addition to the other broad fields of residential gas sales— 
including the high income and middle class customers; the 
new home market; and the bulk housing market—these mar- 
ginal markets, of non-users, and small use customers, are 
equally deserving of attention and will equally repay the ef- 
fort put forth to retain them. —Hudson W. Reed 


Architects and builders of speculative homes are inclined to lay 
emphasis upon their own pet ideas rather than to consider 
the necessity for adequate house heating and water heating— 
which, unfortunately, are not as conspicuous in a home as are 
beautiful wallpapers and trick gadgets. —H. Vinton Potter 


The combination of a small insulated home, with automatic 
heat being demanded as standard equipment and with empha- 
sis being put on kitchens and bathrooms, is a set-up almost 
made to order for us in the gas industry. 

The trends in home building we are witnessing today are dis- 
tinctly favorable to gas and we are missing a tremendous 
opportunity if we do not capitalize on them. 

—J. P. Leinroth 


To speak of good public relations is merely the equivalent of 
saying that public sentiment approves. —B. C. Adams 


" The great problem of big business today is to establish itself 


as a human institution; to neutralize that fear, that is com- 
mon to all of us, of things that are big and beyond our com- 
prehension; and to give to the public—our customers—per- 
sonalities whom they can understand and trust. 

—Charles T. Evans 


Executives in the Natural Gas Industry are acquiring a broader 
and deeper conception of economic wisdom, human values 
and social and business trends. —T. R. Weymouth 


A company’s public relations are almost synonymous with hu- 
manized employee relations. —R. E. Fisher 


A public utility cannot be regarded as fair because it does one 
thing fairly, but only when its every performance sustains an 
expectancy that it will do all things fairly. 

There is no substitute for sincerity. In its last analysis a public 
relations situation will yield more to the dynamics of good 
salesmanship than to any other method or formula. 

—E. M. Tharp 


With the stepping up of industry, the market for new equip- 
ment will be greater than ever and continued progress in 
manufacturing methods, together with the promotion of new 
industries, will present opportunities for new applications 
of gas fuel. —Charles G. Young 


The personal contact between the gas industry and the customer 
or prospect is no doubt still the most important link in the 
chain which is responsible for gas forging ahead in the metals 
field. —Clayton S$. Cronkright 
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We need but adopt the policy of the most successful companies 
in the country which is based on the principle that lower 
prices produce large volume sales and then will follow the 
normal, natural, time-proven trend, that is, larger volume 
sales, lower manufacturing, distribution and sales costs, more 
profits for all of us and ever increasing conveniences and 
benefits to our customer. —E. F. Jeffe 


Strange as it may seem, the gas industry has for the past fifteen 
or twenty years had a mirror of customer opinion which is 
infallible, one which truly reflects the thinking of our fem- 
inine customers—Home Service. 

The Mirror of Customer Opinion says that salesmen will have 
to put as much glamor and sales appeal on a gas appliance 
as the automobile men do for new cars, or the customer will 
buy a new car, or a new hat, or a permanent wave, or pos- 
sibly an electric range, or whatever else has more appeal. 

—Gladys B. Price 


Varying rates have, in the past, created exaggerated ideas of 
the cost of gas automatic hot water service in the minds of 
our customers. We must overcome this “cost complex” if 
we are to sell in the proportion that the character of our 
service warrants. —B. A. Seiple 


It would seem that much could be learned as to the value and 
profit of the gas refrigerator load from those companies hav- 
ing inducement rates for refrigeration. —R. J. Rutherford 


Any National Advertising Campaign will produce sales only 
in proportion to the amount of effort, energy, and work put 
into Merchandising and Advertising at the point of sale. 

—Paul N. Swaffield 


The expectations of profit in the summer air conditioning field 
to both utilities and manufacturers are tremendous. 
—A. W. Lundstrum 


The publicity resulting from the gas industry’s participation 
in the New York World’s Fair has penetrated into every sec- 
tion of the nation, has reached every category of American 
life and represents a greater volume of favorable promotion 
than had ever previously been received by gas. 

—Hugh Cuthrell 


One reason why following new construction is so important is 
that new homes are setting standards for millions of our pres- 
ent customers. We must see that they are standards accept- 
able to us. —F. M. Banks 


As utilities and manufacturers we should give careful consid- 
eration to the dealer, an ally who can render valuable as- 
sistance in the development of a stronger team for increased 
sales, —Lloyd C. Ginn 


The contacts which I have had with the various gas companies 
have impressed me greatly with their community spirit. 
—Ray J. Kief 


Publicity is constantly sawing away at ignorance of our product 
—to clear the road for direct-selling.—Harry W. Smith, Jr. 


An accounting edict, however well intended, must sooner or 
later meet the test of practical experience and must live or 
die by the result of such test. —Charles B. Couchman 


There prevails a definite tendency to curtail the use of the re- 
minder notice. Many companies have learned that this notice 
has no effect on the habitually delinquent accounts. 

—Edward A. Driscoll 


Not only can a single contact department for the transaction 
of all business, other than sales and receipt of cash, be estab- 
lished for the benefit of customers making personal calls at 
company’s offices, but it can be done at a substantial saving 
to the company with no real loss of control. 

—C. L. Sullivan 


Nothing in the entire realm of contact techniques and customer 
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contact methods provides such assurances of satisfactory, 
courteous, personal service to customers as the readiness of 
the employee to accept personal responsibility for customer 
contacts. —Henry R. Flanegan 


Perhaps the greatest stigma that industry must overcome in its 
relations with people is that of being “soulless.” 
To get better results from personnel, test the possibilities of 
treating an employee as you would a customer. 
—H. F. Willis 


An important characteristic of any load is the degree of security 
or stability that it possesses. The period of the past ten years 
has amply demonstrated the high stability of the Industrial 
and Commercial load. —Frank H. Trembly, Jr. 


During the past ten years coke oven operators have been faced 
with new problems, many of which have arisen because of 
economic conditions. In working out the solution to these 
problems many old theories regarding the effects of tempera- 
ture changes on coke oven batteries have been exploded and 
it has been found that coke ovens have a flexibility and rug- 
gedness which formerly was unsuspected. 

—Frederick J]. Pfluke 


House heating gas can be delivered at the City Gate at approxi- 
mately the same cost as gas for the established high load factor 
uses. 

The distribution load factor of house heating gas is very ap- 
proximately the same as for the other established uses of gas. 

—Edward L. Fischer 


The complete gasification of coal in a water gas machine with 
the recovery of all the volatile constituents in the coal should 
reduce gas production costs about 1.5 cents per M. 

—Leon J. Willien 


The application of gas for quick drying of ink has rapidly 
spread and today represents a gas consumption of over 6000 
million cubic feet per year. —Frederic O. Hess 


All successful sales methods have one thing in common and that 
is confidence of the purchaser in the seller. 
—C. B. Phillips 


Each unit heater properly installed in a commercial establish- 
ment, such as a drug store, market, etc., is a permanent ad- 
vertisement for the gas company and is a great help in pro- 
moting public acceptance of gas heat. —F. B. Hatcher 


The present trend in controlled atmosphere equipment in the 
Non-Ferrous Industry lies along the lines of simplification of 
furnaces and the elimination of as much auxiliary equipment 
as possible. —Ralph D. Hawkins 


In order to obtain acceptance of gas using equipment by the air 
conditioning trade, an organized campaign of engineering 
education must eventually be addressed to the air condition- 
ing industry by the gas industry. —Charles R. Bellamy 


It is evident that flue gases containing sulphur compounds are 
definitely more corrosive to metals and alloys than flue gases 
of the same composition as regards carbon dioxide, oxygen, 
nitrogen and water vapor, but which have no sulphur com- 
pounds, —E. ]. Murphy 


The high standard of installation work and servicing brought 
about through coordination keeps appliances sold, reduces the 
number of appliances returned, retains good will and encour- 
ages free advertising by satisfied customers. 

—W. H. Weber 


There are two main reasons why the natural gas engine is se- 
lected in preference to the electric motor as a source of motive 
power, namely, economy and flexibility of operation. 

—D. W. Reeves 














Awards of Merit ... Individuals Win 


Gas Industry's Highest Honors 





XCEPTIONAL achievement in 
the gas industry and heroic serv- 

ice beyond the call of duty were recog- 
nized at the Association’s annual con- 
vention held in New York, October 
9-12, when a distinguished group of 
men received medals, certificates and 
cash awards for outstanding accom- 
plishments. Presentation of 











awards was an impressive feature of 
the general sessions’ program. 

The Charles A. Munroe Award for 
having made the most outstanding 
contribution of an individual toward 
the advancement of the gas industry 
was presented to James F. Pollard, 
president, Seattle Gas Company, Seat- 
tle, Washington, for his work in start- 
ing the national advertising campaign. 
The presentation was made by the 
donor, Charles A. Munroe, of New 
York, past president of the Association. 

The A.G.A. Meritorious Service 
Medal for having performed the most 


these 


meritorious act during the year was 
awarded to Ralph L. Fletcher, vice- 
president, Providence Gas Company, 
Providence, R. I., for his leadership in 
avoiding disaster during the 1938 hur- 
ricane. Conrad N. Lauer, president of 





the Association, presented the medal 
to Mr. Fletcher. 

Highest technical recognition in the 
industry was conferred on E. G. Ham- 
merschmidt, chief chemist, Texoma 
Natural Gas Company, Fritch, Texas, 
for a paper dealing with the preven- 
tion and removal of gas hydrate for- 
mations in natural gas pipe lines. Mr. 
Hammerschmidt received the Beal 
Medal from the donor, Ernest R. 
Acker, president, Central Hudson Gas 
& Electric Corp., Poughkeepsie, N. Y.., 
representing the family of the late W. 
R. Beal who established the award in 
1897. 
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The convention was especially hon- 
ored by the presence of Thomas N. 
McCarter, chairman of the board, pub- 
lic Service Electric and Gas Co., New- 
ark, N. J., donor of the well-known 












While the convention and the gas in- 


dustry applauded, these men were honored for 
their outstanding contributions. Left to right: Charles A. Munroe 
presents the award which bears bis name to James FP. Pollard; Ralph L. 
Fletcher receives the A.G.A. Meritorious Service Medal from President Lauer; 
Ernest R. Acker hands the Beal Medal to E. G. Hammerschmidt 


McCarter Medals for life saving by 
the Schafer prone pressure method of 
resuscitation. Mr. McCarter made a 
personal presentation of medals to 13 
employees of gas companies who re- 
cently performed heroic acts. 

A new award this year, that of the 
Gild of Ancient Supplers, an organi- 
zation of manufacturers and others in 
the industry who have served ten years 
or more, went to R. M. Conner, di- 
rector of the A. G. A. Testing Labora- 
tories, for his conduct of that establish- 
ment. W. Griffin Gribbel, chairman 
of the Awards Committee, made the 
presentation. 
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Munroe Award 

The Charles A. Munroe Award was 
made to Mr. Pollard in recognition of 
having provided the drive, enthusiasm 
and leadership which initiated imme- 
diate and effective action leading to 
the establishment of the highly suc- 
cessful national advertising program 
of the American Gas Association. 

At the Association’s 1935 conven- 
tion, acting as spokesman for the Pa- 
cific Coast Gas Association, Mr. Pol- 
lard made an eloquent presentation 
with such intense sincerity that it en- 
gendered enthusiastic endorsement of 
national advertising by the convention. 
This address was a powerful influence 
in securing financial support for the 
program. Later, as a member of the 
committee which raised the money, 
and of the committee which is con- 
ducting the campaign, Mr. Pollard’s 
continued enthusiasm has been a strong 
factor in the program’s outstanding 
success. 

The award consists of a substantial 
financial acknowledgement and en- 
grossed certificate. The award com- 


mittee consisted of Oscar H. Fogg, 
New York, chairman, Robert A. Horn- 
by, San Francisco, and R. H. Hargrove, 


Houston. . 


Meritorious Service Medal 

Mr. Fletcher received the A.G. A. 
Meritorious Service Medal in recogni- 
tion of his bravery, intelligence, judg- 


ment and forceful leadership shown 
during and following the hurricane of 
September, 1938, which devastated a 
wide area of the Eastern seaboard. His 
prompt and effective action alleviated 
suffering and prevented loss of life 
and property at the gas plant and in 
the community of Providence. 

In a disaster which caused a total of 
680 deaths and property damage of 
more than four hundred million dol- 
lars in New England and New York, 
the Providence Gas Company was 
faced with an appalling situation. The 
company’s plant was flooded to a 
height of six feet above yard level, 
while in its downtown office building 
the water reached a level of 5 feet 
8 inches above floor level. Wind of 
over 100 miles velocity, coincidental 
with an equinoctial tide of 14 to 15 
feet above mean high water level, and 
fire created problems requiring prompt 
action to prevent loss of life, preserve 
property and maintain gas service. 

This emergency was successfully met 
by the loyal employees of the com- 
pany, under the leadership of Mr. 
Fletcher, all of whom rallied unstint- 
ingly to the herculean task of keeping 
gas on the town. The quality of Mr. 
Fletcher's leadership and spirit was 
judged by the Association’s Executive 
Board to have been a deciding factor in 
preventing an infinitely greater disaster. 

The award, which consists of a gold 


R. M. Conner, director of the A. G. A. 
Testing Laboratories, standing beside the 
bronze figure of the Gas House Terrier, 
awarded to him by the Gild of Ancient 
Supplers for bis conduct of the Laboratories 


medal, button and certificate, was made 
possible by the generosity of the late 
Walter R. Addicks, senior vice-presi- 
dent of the Consolidated Gas Com- 
pany of New York (now Consolidated 
Edison Company of New York, Inc.). 


Beal Medal 

The Beal Medal award, consisting 
of a bronze medal and substantial cash 
payment, was presented to Mr. Ham- 
merschmidt for his paper “Preventing 


Thomas N. McCarter, donor of the famous McCarter medals for life saving, which have been won by hundreds of gas men throughout 
the country over a period of years, poses with thirteen of the most recent winners who were honored at the convention. In the picture 


are, left to right, seated: John Jasiecki, John A. Geck, Joseph F. Wagner, Mr. McCarter, Harold E. Jameson, Howard Miller, H. F. 


Steenhuizen. 


Humbert, Ivan C. Wright 


Standing: W. H. Wentzheimer, Charles J]. Mihok, Kenneth H. Dineen, George A. Bennett, Julius R. Mebring, Robert 








and Removing Gas Hydrate Forma- 
tions in Natural Gas Pipe Limes” 
which was presented at the annual 
meeting of the Association’s Natural 
Gas Section in Tulsa, Oklahoma, May 
8-11, 1939. This is the first time in 
the history of the award that the medal 
has been won by a natural gas engineer 
for a paper presented at a natural gas 
convention. 

Mr. Hammerschmidt’s paper is one 
of several contributions which he has 
made toward the solution of an ex- 
tremely difficult technical problem in 
the transmission of natural gas at high 
pressures. 

The immediate paper for which Mr. 
Hammerschmidt was honored is de- 
voted largely to a discussion of the 
use of antifreeze compounds to pre- 
vent hydrate formation. This method 
is an alternative to the practice of in- 
stalling dehumidification plants on 
high pressure trunk lines, which for 
economic reasons, is not always war- 
ranted. 

J. V. Postles, of Philadelphia, is 
chairman of the Beal Medal Award 
Committee whose unanimous recom- 
mendation was approved by the Asso- 
ciation’s executive board. Other mem- 
bers of the committee are: F. M. Good- 
win, Boston; A. M. Beebe, Rochester; 
R. W. Hendee, Colorado Springs, and 
William Moeller, Los Angeles. 


McCarter Awards 

In presenting the McCarter Medals 
and Certificates, Mr. McCarter stated 
that since establishment of the award 
16 years ago, 638 medals and certifi- 
cates, 36 bars for a second act of life 
saving and 238 certificates of assist- 
ance, have been awarded. “These fig- 
ures,” he said, “are concrete evidence 
that the purpose of the McCarter 
Medal has been realized.” He added 
that “in these days when nations are 
bending every effort to devise new and 
more terrible ways and means to de- 
stroy life, it seems refreshing to par- 
ticipate in a movement, small in com- 
parison though it may be, the princi- 
pal object of which is to save life.” 

For the first time since the McCarter 
Medal was offered in 1923, it was 
awarded to a man who revived two 
people simultaneously asphyxiated with 





gas. For that extraordinary feat, both 
a medal and certificate and a bar were 
presented to Kenneth H. Dinneen of 
the Central New York Power Corpo- 
ration, Syracuse, N. Y. 

Other gas company employees who 
received McCarter medals and certifi- 
cates at the convention were: Robert 
Humbert and George A. Bennett, of 
the Public Service Electric & Gas Com- 
pany; Ivan C. Wright, of the North- 
ern States Power Co., Minneapolis, 
Minn.; John A. Geck, Charles J. Mi- 
hok and William H. Wentzheimer, 
of The Philadelphia Gas Works Com- 
pany; Joseph F. Wagner, Harold E. 
Jameson, Howard Miller, John Jasiecki, 
Hendrick F. Steenhuizen and Julius R. 
Mehring, all of The Brooklyn Union 
Gas Company. 


Gild Award 

As director of the A. G. A. Testing 
Laboratories since their establishment 
in 1925, Mr. Conner was presented 
with the Gild of Ancient Supplers’ 
Award for “his unfailing fairness and 
helpfulness in carrying out the pur- 
poses for which the Laboratories were 
established, namely, ‘to promote, and 
develop the gas industry to the end 
that it may serve to fullest extent the 
best interests of the public.’ ”’ 

Before making the presentation, Mr. 
Gribbel called attention to Mr. Con- 
ner’s consistently impartial dealings 
and willingness to help the gas indus- 
try to render better service at lower 
cost. The Gild award is a desk piece 
in bronze of the renowned Gas House 
Terrier. 
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Good Industrial Relations Called 
Foundation of Democracy 


OOD indus- 

trial relations 
are among the foun- 
dations of democ- 
racy, they are bigger 
than industry itself, 
Walter Dietz, per- 
sonnel relations 
manager of Western 
Electric Company’s 
manufacturing de- 
partment and vice- 
president of the 
American Manage- 
ment Association, 
told members of the American Gas Associ- 
ation, October 12, during their annual con- 
vention. Mr. Dietz spoke at a luncheon 
conference sponsored by the Committee on 
Personnel Practices under the chairmanship 
of W.N. Bissell, of the Niagara Hudson 
Power Co., Albany, N. Y. Animated dis- 
cussion of personnel problems featured the 
meeting which was attended by executives 
of the gas industry. 

Personnel problems are moving right 
into the front office, Mr. Dietz said, point- 
ing out that they are no longer looked upon 
as a side-line function. Industrial organi- 
zation, if its technical and economic purpose 
is to be served, must be such that the vari- 
ous work groups have complete internal 
solidarity, but this cohesion must not be so 
strong that one group can separate itself 
out in opposition to other groups. One of 
the chief functions of industrial manage- 
ment is to keep these forces in equilibrium, 
he pointed out. 

There are three types of personnel poli- 
cies, Mr. Dietz said, “First the ostrich type: 
head in sand, neck stuck out, trusting that 


W alter Dietz 
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everything will blow over; second the sleep- 
ing dog kind: much pussyfooting around, 
hoping that the dog won’t wake up, that 
he won't bite if he does; and third, the 
chanticleer type: a chanticleer has some- 
thing to say and says so in a clear voice.” 

The trend is definitely toward clean-cut 
statements of management standards in all 
human relations in business, Mr. Dietz went 
on. More companies have stated their per- 
sonnel policies during the last two years 
than ever before, he declared. 

Not only do workers like to know what 
the management intends to do, but they ap- 
preciate knowing where they stand, he said, 
and they like to know how they are get- 
ting along. It is good business for them 
to know. This puts a burden on personnel 
men to give management and the workers 
more objective help in evaluating individual 
performance and merit, he stated. 

To the old saying that a man is known 
by the company he keeps, Mr. Dietz added 
the comment that “A company is known 
by the men it keeps.” This is particularly 
true in the field of supervision. 

Indicating new ways to bring about bet- 
ter understanding between management and 
employees, he concluded, “We will try 
leading instead of bossing, teaching in- 
stead of telling, listening more, talking and 
arguing less; more frankness, less diplo- 
macy; start with trust in place of suspicion; 
understanding instead of logic. Let us in- 
terpret and feel, not ‘jump to conclusions.’ 
Advance discussions and agreements are the 
modern substitute for arbitrary orders. It 
costs more to correct than to prevent. Re- 
sponsibilities make for better thinking than 
do rights. Over all, and through all, the 
spirit of friendliness.” 
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Your Association ... Highlights 
of Progress in Its 21st Year 





OUR Asso- 

ciation has 
now finished its 
twenty-first year 
of existence, a 
year of further 
consolidation on a 
firm foundation 
and a year of 
progress. As your 
presiding officer, 
I have watched 
with admiration the operations of this 
great organization, how it has made 
invaluable contributions to the gas 
business which are passed on for the 
benefit of the consumer. In this work 
there is one thing which was especially 
impressive—the whole-hearted cooper- 
ation of everyone concerned. The of- 
ficers, staff of the Association, the 
chairmen of Sections, down to the 
members, deserve all credit for giving 
their best in a manner additive to the 
general purpose of the Association. 
There is nothing more fascinating and 
satisfying than to have the backing of 
such a fine organization which per- 
forms so efficiently. 


Conrad N. Lauer 


Gas Industry Expansion 


The year just past has been one of 
continued expansion. There are over 
300,000 more domestic gas customers 
served by manufactured and natural 
gas utilities than there were the previ- 
ous year. Domestic gas sales—both 
manufactured and natural—indicate a 
favorable reaction from the industry's 
national advertising program, for in 
addition to the increase in customers 
there is an upturn in the per customer 
use of gas. The big job of replacing 
the 10,000,000 obsolete gas ranges 
supplemented by the program of a new 


type domestic gas range with Certified 
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Performance Requirements is bearing 
fruit. 

Much activity with favorable results 
its also evident in other domestic uses 
of our products and we have seen in- 
creases in both the industrial and com- 
mercial parts of the gas industry. I 
wish to point out that in this connec- 
tion these results were not forthcom- 
ing through any haphazard methods 
of approach. They came from a keen 
insight of possibilities founded on a 
confirmed belief in our business, care- 
ful research and planning, and mutual 
understanding and cooperation. But 
we must not rest here. We are ac- 
quainted with tools and their use in 
carving progress and we know there is 
room for further progress. Every in- 
dustry and business which bids for the 
consumer's dollar is our competitor, 
and they must be met on their own 
ground. 


National Advertising 


The gas industry is well along in the 
fourth year of its national advertising 
program. This activity has been heart- 
ily approved and endorsed by the As- 
sociation’s Executive Board which has 
recommended that the program be con- 
tinued aggressively and that operating 
companies make use of all tie-in op- 
portunities to the mutual advantage of 
themselves and the industry. 

The good results accomplished by 
this program are by no means confined 
to any one department or segment of 
our business. In the advertising itself 
we are presenting ourselves to the 
American public as an alert, progres- 
sive industry, proud of its fuel and its 
inherent and unsurpassed advantages 
and equally proud of the modernity 
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and efficiency of the appliances which 
use that fuel. 

The manufacturers of appliances 
and equipment are more progressive 
and aggressive than ever and make ad- 
equate response to all demands from 
the industry for such improvements in 
construction, efficiencies, attractiveness 
and price as will furnish us the tools 
with which we must work and through 
which we must sell our product. They 
deserve support and the fullest encour- 
agement so that they may continue to 
satisfactorily discharge their proper re- 
sponsibility for the welfare of the in- 
dustry. 


A.G.A.E.M. Cooperation 


It is a pleasure to record that a sat- 
isfactory cooperative agreement has 
been reached during the year between 
the American Gas Association and the 
Association of Gas Appliance and 
Equipment Manufacturers. 

I am not going to review the record 
of your Association at this time. Its 
activities will be dealt with in papers 
and reports at the section meetings, 
which I know you will attend. There 
are, however, certain accomplishments 
and activities worthy of special men- 
tion. The demands made upon the 
Association Laboratories have contin- 
ued to increase. Gas appliance testing 
is proceeding at a high rate. The most 
encouraging aspect in this regard is the 
large number of new concerns with 
which the Laboratories are making con- 
tacts. Since the beginning of the cur- 
rent fiscal year, some forty-one new 
concerns have submitted equipment for 
test, which indicates conclusively an 
increasing desire on the part of manu- 
facturers to secure the Association’s 
approval on their products and a 
greater acceptance on the part of the 
whole industry of the value of the 
Laboratories’ services. 

Last year there was pointed out the 
need for an extension of facilities in 
the Los Angeles Laboratory. I am 





happy to state that on August 31 of 
this year a new branch was dedicated 
in Los Angeles and we are looking 
forward to completion of the building 
and subsequent service to the indus- 
try. 

I am impressed by the constant flow 
of inquiries to Headquarters for factual 
information and for advice based on 
experiences of others in the industry 
and approve the manner in which the 
impulse of Headquarters is to ask the 
men in the field who know best and 
formulate the reply and responses ac- 
cordingly. The cheerful expression of 
helpfulness with which these responses 
are made speaks volumes for the people 
of the industry. Far from deploring 
these demands that pour in upon Head- 
quarters by mail, telegraph, telephone 
and otherwise, I only wish they were 
doubled, so that more of our com- 
panies could make use of the facilities 
that they have set up and are support- 
ing at Headquarters. 


Research Project 

You members of this Association 
have been keenly aware for some time 
of the value and advantages of re- 
search, both pure and applied, to in- 
dustry in general and the gas industry 
in particular. Only at the last con- 
vention there were no less than two 
papers read on this subject. Accord- 
ingly, a Special Committee on Re- 
search was authorized. This commit- 
tee is working very hard on a method 
that will adequately encourage and pro- 
mote scientific investigation and re- 
search. 

What the investor thinks of us is of 
great importance to the gas industry, 
for upon it rests the industry's ability 
to borrow money for expansion and to 
provide a stable source of income to 
those who have loaned us money. It 
is my firm belief that the securities of 
the gas industry are growing in favor. 
One need only to note the tone of re- 
ports of security dealers and articles 
in the financial and general press to be 
convinced of this. Your Association's 
Statistical Bureau has been instrumental 
in digesting and presenting the infor- 
mation demonstrating the essential 
soundness of the industry which in no 
small part has contributed to this ob- 
vious favorable trend. 

It seems to me that this may be taken 
as significant of what can be achieved 


on a much larger scale in a much larger 
field. I refer to the field of public re- 
lations. There may be those among 
us who believe that an industry is well 
thought of which performs good serv- 
ice and that nothing more is necessary 
to obtain good will. We cannot over- 
estimate the value of good service and 
fair rates in producing favorable pub- 
lic attitude. But we must realize that, 
as Preston Arkwright said, “We are 
citizens wherever we serve.” 

It is therefore a matter of duty, 
which goes beyond the mere perform- 
ance of dispensing our product efh- 
ciently, to become a useful part of our 
community. Each and every employee 
should be encouraged, trained and as- 
sisted to be more likeable, more hu- 
man, more willing to contribute his 
share toward the general welfare, and 
toward the conception that the gas 
company is a large body of neighbors 
eager to make the community a better 
place to live in. Each and everyone of 
you, I am sure, would like to have a 
neighbor like this. 


Customer Relations 


Our customers, and the public gen- 
erally, have definite opinions, original 
or formed for them, as to the place the 
gas utility has in the general scheme of 
things. And the combined efforts of 
technical service arid human interest 
are required to demonstrate our com- 
panies’ desire to be useful. Many of 
the difficulties we have encourtered 
during the recent past would have been 
avoided had we utilized both these 
principles in cultivating a better un- 
derstanding by Mr. Citizen. I earn- 
estly recommend, wherever this neglect 
exists, that it be given thoughtful con- 
sideration. 

One of the activities of the Associa- 
tion in which I have a particular inter- 
est is the work of the Committee on 
Personnel Practices. Four years ago I 
gave my support to the establishment 
of this Committee in recognition of the 
desirability of having a group of 
trained men constantly engaged in the 
study of policies and practices helpful 
toward sound employee relations. The 
results of these studies have been avail- 
able to the industry through printed 
reports. On Thursday, the Committee 
will hold its Fourth Annual Luncheon 
Conference, which many of you will 
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attend. I hope to be among you there. 

Considerable progress has been made 
with the accounting problems coinci- 
dent with the Federal requirement on 
original cost of gas plants. Mr. Nel- 
son Lee Smith, President of the Na- 
tional Association of Railroad and Util- 
ities Commissioners, delivered an 
outstanding and very fair address on 
Accounting and Property Records in 
the Regulation and Management of 
Public Utilities at the Spring Confer- 
ence of the Accounting Section. Con- 
ferences were also arranged with the 
representatives of the N.A.R.U.C. 
Special Committee on Depreciation, at 

(Continued on page 414) 


British Gas Industry 
and the War 


OW that war has broken out, the 

British gas industry has very im- 
portant duties to fulfill, H. D. Madden, 
executive secretary of the British Com- 
mercial Gas Association, points out in a 
message to members of that body. Of 
particular interest to gas men in this 
country are his remarks on by-products 
and their war use. 

“Our by-products,” he says, “will serve 
a thousand and one purposes essential to 
the successful prosecution of the war, and 
utilization in which the B. C. G. A. has a 
special interest will engage our earnest 
attention. Smokeless fuel, such as coke; 
benzole for motor traction; toluol and 
ammonia for high explosives; antiseptics 
and the basis for aniline dyes; all these 
are produced by the gas industry. 

“Millions of cubic feet of gas will be 
needed for our essential industries and 
for those industries which grow up almost 
in a day on the declaration of war—the 
manufacture of army clothing is an ex- 
ample. Gas is being used and will be 
used in growing quantities in hospitals, 
emergency kitchens, army canteens and 
those springing up for civil defence vol- 
unteers; gas will be used for the heating 
of buildings of all kinds, schools in the 
reception areas for evacuees, army huts, 
factory canteens, and so forth. 

“In the home, too,” he continues. 
“Everywhere we have to economize in 
fuel and food, and gas, with its ease of 
control, is going to make sensible econ- 
omy possible to millions of homes.” 

‘Another problem, mentioned by Mr. 
Madden, is the shifting of commercial 
concerns from London and other big 
cities to country districts. ‘Buildings 
housing such concerns will need heating 
and water heating arrangements and cook- 
ing facilities,” he points out. He sees 
much work of national importance for 
the gas industry during the present emer- 


gency. 
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Public Relations . . . Forum Probes 


Natural Gas Industry's Problems 





FORWARD-LOOKING program 

devoted exclusively to the broad 
problems of public relations featured 
the meeting of the Natural Gas Sec- 
tion at the annual convention of the 
American Gas Association, in New 
York City. This was the first time in 
many years that an entire meeting at 
the convention had been devoted to 
public relations problems. 

More than 600 persons were present 
when the meeting was called to order 
Monday morning, October 11, by the 
chairman of the Section, Thomas R. 
Weymouth, vice-president of the Co- 
lumbia Gas and Electric Corp., New 
York. Mr. Weymouth said that the 
natural gas industry today is conduct- 
ing an offensive to erect an imcreas- 
ingly sound business structure. Execu- 
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tives of the industry, he 
explained, are acquiring a 
broader conception of eco- 
nomic wisdom, human val- 
ues and business trends. 

Elmer F. Schmidt, vice 
president, Lone Star Gas 
Company, Dallas, Texas, 
was elected chairman of 
the Natural Gas Section. 
The new vice-chairman is 
Harry D. Hancock, presi- 
dent, Gas Advisors, Inc., 
New York, N. Y. 

In opening the public 
relations forum of the nat- 
ural gas industry, Mr. 


progress and achievement 
must not blind it to the problems, dif- 
ficulties and possible dangers that lie 
ahead, pointing out that the war situ- 
ation that overshadows the world to- 
day will bring before the industry 


T. B. Gregory, of Pittsburgh, a pioneer in the 
natural gas industry, pauses for a glass of water 


during the convention 


The Owen. Players of The Brooklyn Union 
Gas Company whose well-acted skit on pub- 
lic relations was a hit of the convention. 
Seated are Anne R. McCormack and Maude 
E. Echard. Standing are J. A. Driscoll, J. F. 
Howley, Harold F. Coleman, F. G. Rob- 
erts, W. B. Hewson, Frank R. Barnitz, Wil- 
lis M. Moore, and T. B. J. Merkt 





Four leaders of the gas industry, left to right: Thomas R. 
, Weymouth, retiring chairman of the Natural Gas Section; 
Weymouth warned the in- President Conrad N. Lauer, B. C. Adams, of Kansas City, 
dustry that its record of  /eader of the public relations forum, and Elmer F. Schmidt, 

"y of Dallas, newly elected chairman of the Natural Gas Section 


new problems. It is impractical, he 
said, for the industry today to fore- 
cast what problems lie ahead of it. 

The forum was presided over by 
B. C. Adams, vice-president of the Gas 
Service Company, Kansas City, Mo., 
who emphasized that a company must 
reflect the composite personality of its 
employees, explaining that public re- 
lations is the true reflection of an in- 
dividual, a business, or an industry in 
the eyes of the public. 


Must Set House in Order 

“A company torn with internal jeal- 
ousies, strife and discord has a handi- 
cap in its race to gain public approval, 
or good public relations,’ Mr. Adams 
said, urging business to set its own 
house in order as the first requisite to 
obtaining favorable public relations. 
Answering the question of what the 
public likes, Mr. Adams said that “‘it 
likes friendliness, honesty, sincerity 
and confidence in those whom it con- 
tacts in a business way.” 

Pointing out that good public rela- 
tions will result from acts of friendli- 
ness and kindness, Mr. Adams said 
that “the good Samaritan didn’t do 
much for the individual he found 








lying by the side of the road, but he 
went down in history as having good 
public relations, whereas the Publican 
went down in the category of the utili- 
ties of some years ago who said ‘the 
public be damned.’ ” 

The theory of public relations is 
about as well understood and useful 
as the Einstein theory of relativity, E. 
M. Tharp, vice-president and general 
manager of the Ohio Fuel Gas Co., of 
Columbus, Ohio, told the natural gas 
delegates. 

“Why do we make everything so 
complex?’ Mr. Tharp, asked, pleading 
for a simplified conception of public 
relations. ‘Our cousins who are our 
customers or our employees are no 
more difficult and no less human than 
were our cousins who were our rela- 
tives. The old-timer called it human 
nature and was quite understanding 
about it. Today we treat it as a field 
for experting, funny publicity, peculiar 
paint and unnatural mannerisms. Pub- 
lic relations that have been going hay- 
wire over a period of years cannot be 
improved in as many days or months. 


Lasting Confidence Essential 


“Too often the problem has been 
approached as though it involved sim- 
ply putting on a new garment or adopt- 
ing a strange set of attitudes and ges- 
tures to be changed at will to meet 
situations. Such a course fails to 
build lasting confidence. The very 
foundation stones of good public re- 
lations are faith, confidence and friend- 
ship. Public relations result from long- 
term policies and performance. It is 
not a medicine, but a manner of living, 
of thinking, of planning, of doing. A 
public utility cannot be regarded as 
fair because it does one thing fair, but 
only when its every performance sus- 
tains an expectancy that it will do all 
things fair. 

“When there are bad relationships 
it is because of inconsiderations, mis- 
conceptions and indifferences in the 
‘humanics’ of our relations. All these 
relationships have existed before, but 
were not so articulate and effectively 
influential. Today we get the discord or 
harmony of their expression onthe radio, 
in the press and from the platform. 

“In our man-to-man relationships 
most of us get along understandingly, 
but when we multiply these relation- 


ships by great numbers we become be- 
wildered and confused. If we have a 
misunderstanding with a personal ac- 
quaintance we are not likely to hire a 
public relations expert to intercede for 
us or to put on some act for us.” 

Mr. Tharp said that the first steps in 
any public relations program must be 
with the members of the organization 
itself. Employees must be loyal to 
their company. Companies must know 
better and understand better those in- 
dividuals who are their employees and 
their customers, Mr. Tharp said, point- 
ing out that our grandfathers had no 
public relations problems because they 
were personally acquainted with their 
employees and their customers. 


Polls Customers’ Opinions 

Outlining how his own company 
learns about its customers’ attitudes, he 
said it has its own consumer's research 
department which systematically makes 
sampling polls or surveys of customers 
and employees to determine the trend 
of their opinion as it affects the com- 
pany’s business. Those polls are taken 
from time to time to learn not where 
public sentiment has been but where 
it is heading. He said that in such 
activities personal interviews are more 
effective than mailed questionnaires. 

“Our studies have revealed that the 
public is willing to give praise where 
ptaise is due,” Mr. Tharp went on. 
“Many commend our meter readers, 
our service men, contact clerks and in- 
dividuals of local management. Strange 
as it seems, a major percentage con- 
demn the company as a company. A 
shrinking majority say the price of gas 
is too high, but in estimating their 
bills most customers estimate higher 
than the bills actually were.” 

The part humanizing an organiza- 
tion should play in any program of 
public relations was outlined in a pa- 
per prepared by R. E. Fisher, vice- 
president of the Pacific Gas & Electric 
Co., San Francisco, which was read by 
W. G. Vincent, vice-president of the 
same company. In his paper Mr. 
Fisher said that for public relations 
to be effective they must be translated 
into a living, practical service by hu- 
man beings called employees, most of 
whom are just as anxious to be treated 
fairly as they are to be well paid. 

“Good customer relations grow from 


[ 384 ] 





good employee relations within a busi- 
ness,” Mr. Fisher explained. “Good 
employee relations depend on some- 
thing more than good wages, although 
compensation should always be right. 
Yet, to most employees a sense that they 
have been treated fairly is just as impor- 
tant as that they are being well paid. 
“The gas industry has made prog- 
ress in its employee relations by em- 
ployee welfare work programs, em- 
ployee benefits, contact by executives 
with employees, job training, simpli- 
fied information service to employees, 
employee education, the evaluation of 
capabilities of employees, systems of 
appraising the accomplishments of em- 
ployees, the equalization of compensa- 
tion and the enrollment of employees 
in business building programs. We 
must remember that a company’s pub- 
lic relations are almost synonymous 
with humanized employee relations be- 
cause our primary problem is not what 
our industry can do for itself, but 
rather what service we can render our 
customers. This, in turn, is contingent 
upon the attitude of our employees.” 


Power of Spoken Word 


In a forthright address, punctuated 
with many entertaining stories and side 
remarks, Charles Evans, assistant to the 
president, Arkansas Power & Light 
Co., Little Rock, Arkansas, declared 
that the power of the spoken word is 
a most powerful method of influenc- 
ing the thoughts and deeds of people, 
yet business has failed almost com- 
pletely to use it. ‘The use of this 
tried implement for influencing people 
has been extremely limited,” he stated, 
pointing out that much of the mis- 
understanding that has arisen has come 
about because commercial enterprise 
has not been articulate, or would not 
or could not speak its piece. 

“The great problem of big business 
today is to establish itself as a human 
institution ; to neutralize that fear, that 
is common to all of us, of things that 
are big and beyond our comprehen- 
sion; and to give to the public—our 
customers—personalities whom they 
can understand and trust,” he said. 

The latter part of Mr. Evans’ tre- 
marks included a sample talk such as 
he would use before an average audi- 
ence in his own town. He emphasized 
that the basic factor in business and 
human life is a faith in people, and 
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the importance and value of each per- 
son. Business is founded on what peo- 
ple want, not what they need, he coun- 
seled. 

Giving point to the speakers’ re- 
marks, a well-acted skit was presented 
by the Owens players of The Brook- 
lyn Union Gas Company. Written by 
H. Vinton Potter and John H. War- 
den, of the Oklahoma Natural Gas Co., 
Tulsa, Okla., the skit concerned itself 
with the misadventures of J. Maxi- 
milian Vandersleeve, a cock-sure gas 
company president of the public-be- 
damned era. This unfortunate and 
misguided individual, ably acted by 
Theodore B. J. Merkt, did everything 


wrong in his relations with the public 
but his sins eventually found him out. 

The points in the play were driven 
home with such professional skill by 
the excellent cast that it proved highly 
popular with the audience. In fact, it 
was so successful that other trade asso- 
ciations have expressed a desire to have 
it on their programs. 

In addition to Mr. Merkt, the cast 
consisted of Anne R. McCormack, 
Joseph A. Driscoll, Jr., Frederick G. 
Roberts, Frank R. Barnitz, Willis M. 
Moore, Harold F. Coleman, James F. 
Howley, Maude E. Echard and Wil- 
liam B. Hewson, all of The Brooklyn 
Union Gas Company. 


My 





TLL 


Portrait of Gas User 


One of the wall decorations in the New 
York World’s Fair exhibit of the Consoli- 
dated Edison Co. of New York, Inc., which 


, 


is part of the “Penny Parade,” a group of 
21 brilliantly colored murals depicting the 
satisfaction derived from a penny’s worth 
of gas or electric service. More than two 
million people have seen these murals 


Unit Demonstrates Gas 
Freezing Principle 


SMALL apparatus weighing less than 

seven pounds, that can be carried into 
the home to illustrate just how cold is 
produced by heat without a single moving 
part, the principle of the freezing system of 
the gas refrigerator, has been developed in the 
Servel laboratories for use by members of 
the sales forces of the gas utilities and other 
dealer accounts, according to an announce- 


ment from H. S. Boyle, promotion manager . 


of the company at Evansville, Ind. The 
device, known as the Servel Midget Ab- 
sorption Unit, is being employed successfully 
in a number of cities, Mr. Boyle stated. 
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An announcement regarding the unit 
sent to the utilities and other accounts 
which market the gas refrigerator states: 

“The Midget Absorption Unit offers an 
effective demonstration of the principle of 
absorption refrigeration. But it is not an 
exact miniature of the Servel Unit. The 
midget unit is a special piece of demon- 
strating equipment to show how cold can 
be produced from heat, but it does not 
show how the actual unit looks.” 

This new promotional device is operated 
with a small flame from an alcohol burner. 

The midget unit is intended not only 
for carrying on demonstrations in the home 
of the individual prospect, but in group 
demonstrations, as part of the display in 
windows, or on the floor of gas companies, 
or other outlets, and in physics and chemis- 
try classes in schools and colleges. 


Old Gas Bill Demands 
Bankable Money 


LIFFORD E. PAIGE, president of 
The Brooklyn Union Gas Company, 
recently received from D. Irving Mead, 
president of the South Brooklyn Savings 
Bank, a gas bill issued by the old Brook- 
lyn Gas Light Company in 1859. The bill 
—now 80 years old—has been added to 
the company’s collection of old records. 

In 1859 gas cost 30 cents a hundred 
feet—more than three times the basic rate 
today. The bill was issued to a Mrs. E. 
Vindenburg and covered 400 cubic feet of 
gas consumed at 333 Atlantic Avenue 
from the time the meter was installed un- 
til June 28, 1859. 

Printed on the bill was this notation: 
“Bills to be paid at the Office in Bankable 
Money. If paid within five days after pres- 
entation a discount of five per cent al- 
lowed on Gas bills. In default of pay- 
ment within ten days after the bill has 
been rendered, the flow of Gas will be 
stopped. Light should not be taken 
where an escape is perceptible.” 
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Ranger News Covers 
CP Activities 


HE second issue of the CP Ranger 

News, official publication of the 
Ranger Club of the American Gas Asso- 
ciation, was distributed in October to 
more than 10,000 salesmen and dealers 
registered in the club. A snappy publica- 
tion filled with sales success stories, it 
shows that the CP gas range is sweeping 
the country. 

The News announces that Burt J. 
Coulon, of the Atlanta Gas Light Com- 
pany, is the first salesman in the country 
to win Star Ranger recognition and leads 
the field for the title of National Com- 
mander of the CP Ranger Club. This rec- 
ognition goes to the salesman who sells 
the largest number of CP ranges before 
Dec. 31. 


Paul W. Herring 
Dies Suddenly 


AUL W. HER- 

RING, director 
of employee rela- 
tions of The Peo- 
ples Gas Light & 
Coke Co., Chicago, 
Ill., and past chair- 
man of the A. G. A. 
Committee on Per- 
sonnel Practices, 
died suddenly Oc- 
tober 21. An out- 
standing authority 
in the field of pub- 
lic and industrial 
relations, Mr. Herring had spent his en- 
tire business career with the Chicago util- 
ity. 

More than 30 years ago, Mr. Herring 
started as a clerk in the distribution de- 
partment of the company, subsequently 
organizing the stores accounting and pay- 
roll departments, and thereafter for some 
25 years dealing with personnel activities 
of the company. For thirteen years, prior 
to his appointment as director of em- 
ployee relations in August, 1937, he 
served as assistant to the vice-president in 
charge of public and industrial relations, 
with duties involving employment, train- 
ing, employee representation, suggestion 
systems, safety and medical activities, and 
customer relations activities with respect 
to general service. 

He has been actively interested in com- 
mittee work of a number of local and na- 
tional organizations, including Chicago 
Association of Commerce, American Man- 
agement Association, Industrial Relations 
Association of Chicago and the American 
Gas Association. 

An article by Mr. Herring, describing 
the Association’s personnel program, ap- 
peared in the December, 1938 issue of 
the A. G. A. MONTHLY. 





Paul W. Herring 








Research Institute ... A Far-Sighted 
Proposal for Cooperative Action 





N years past there have appeared on 

the programs of succeeding con- 
ventions of the American Gas Asso- 
ciation, speakers on subjects relating 
to research and the gas industry,— 
men of distinction in the gas industry 
as well as outstanding men of scien- 
tific attainment in the broad field of 
research. Today at this time you are to 
hear the report of a special committee 
appointed four months ago to study 
the subject of fundamental research, 
investigate its possibilities, formulate 
a plan and report its findings to this 
convention. Your committee has con- 
ducted its study and investigation, has 
formulated its plan, has reported to the 
Executive Board and now makes its re- 
port to you. 


A. G. A. Leadership Significant 


The industry may well regard it as 
significant that the leadership of the 
American Gas Association has taken 
the initial steps toward doing some- 
thing about fundamental research. 
Other branches of industry, including 
our competitors, have tackled this prob- 
lem long before now, to their great 
benefit and profit, while the minutes 
of our conventions and the bibliog- 
raphy of our literature reveal chiefly 
wishful thinking. 

Yet the feeling has been growing 
and finding expression here and there 
that, in justice to our industry and the 
growing store of capital invested in it, 
we must do something about research. 
The members of this committee have 
regarded their appointment and in- 
structions as more than wishful think- 
ing; we were told to go to work and 
we have taken it seriously. We re- 
gard this trend toward action as the 
most hopeful sign of life in our in- 
dustry since the inauguration of the 

* President, Houston Natural Gas Company, 
Houston, Texas. 


Address before A. G. A. Convention, New 
York, N. Y., Oct. 9-12, 1939. 


By FRANK C. SMITH* 


Chairman, Special Committee on 
Fundamental Research 


National Advertising Program four 
years ago. We only hope that it will 
receive the same industry-wide interest 
and support as that program. 

Our committee of fourteen members 
includes seven members of the Ameri- 
can Gas Association Board of Direc- 
tors, three of whom are former presi- 
dents of the Association. It is, I be- 
lieve, thoroughly representative of the 
manufactured and natural gas industry. 
We went to work, with definite in- 
structions to study, to investigate, to 
form a plan and to report on it. We 
met in New York in July and inter- 
viewed distinguished men in the world 
of industry and research, some of na- 
tional renown and all of recognized 
and outstanding ability. This went on 
for a day and a half; what they said 
was transcribed and copies distributed 
to the members of the committee; we 
went home, studied it, met again in 
August and put together into a plan 
the elements of what we had learned. 


Research Defined 

Let us be clear about what is meant 
by research. We all know that valu- 
able and resultful work has been done 
in the fields of gas transmission, me- 
tering, appliance development, pipe 
joints and the like. This is what is 
generally accepted as applied research, 
relating to the tools of our trade. Val- 
uable work has been done in the Asso- 
ciation’s Testing Laboratories at Cleve- 
land and by private concerns which 
have been working in fields of applied 
research either on their own hook or 
under the commission of the Ameri- 
can Gas Association. This work has 
been going on to some extent and with 
some success. It has but little to do 
with the sort of research I am talking 
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about. Research is a very much abused 
and over-used word. The job of de- 
veloping and improving equipment 
and methods toward ends already ac- 
complished belongs in the experimen- 
tal laboratories of equipment manu- 
facturers. This is development, not 
research. Research may be said to take 
up where development leaves off. 

Research has been well defined as 
“an organized method of trying to find 
out what you are going to do after you 
can’t keep on doing what you are do- 
ing now.” I see no reason why we 
cannot go on doing what we are do- 
ing now, that is, sell gas for the few 
simple purposes to serve in the com- 
paratively few known fields of its use. 
The definition I put before you is ‘“‘re- 
search is an organized method of try- 
ing to find out what we are going to 
do in addition to what we are doing 
now. 


Vital Need for Research Program 

Briefly reviewing the findings of 
your committee at its two meetings and 
through its study in connection with 
the meetings, we have found, first, a 
vital and immediate need for a pro- 
gtam of research in behalf of the gas 
industry; vital, because the life of the 
industry is affected, and immediate, 
because the committee believes that 
steps must be taken at once if results 
are to be expected in time to assure 
continuance of the industry's profitable 
existence. Your committee believes 
that the industry should not wait for 
illness to overtake it and then attempt 
drastic cures. 

Second, we have learned that there 


-are, broadly, three methods whereby 


industry has conducted research pro- 
grams successfully: (a) by providing 
research fellowships directed toward 
specific objectives; (b) by a research 
laboratory, provided, financed, manned 
and managed by a unit of an industry, 
such as the General Electric Company; 
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and (c) by a research institute, spon- 
sored, organized, financed and man- 
aged and operated by several or many 
members of an industry, responsible 
to a board of directors or trustees rep- 
resentative of the industry, comprised 
of a selected technical personnel under 
the management of a research director, 
with independent operation assured 
for a period of years. 

The advice offered by the various 
consultants who were kind enough to 
accept the committee’s invitation and 
extend their counsel to us without 
charge was in general agreement and 
conflicted in but few respects. All were 
agreed that an adequate program of 
research should be undertaken and 
should be assured support for a num- 
ber of years. The millions of dollars 
expended for research by industry in 
general and some industries in par- 
ticular, notably the electrical equip- 
ment industry, were referred to time 
and again. 


Possibilities Surveyed 

One or more consultants seemed 
inclined to favor the preliminary em- 
ployment of a single individual to sur- 
vey the field and report upon the po- 
tentialities of a research undertaking 
for the gas industry. Others counseled 
against delay and urged the immediate 
undertaking of a research organization 
by members of the gas industry, and 
all were agreed upon the necessity for 
moving slowly and on a firm founda- 
tion in the initial stage. Estimates of 
cost varied from $25,000 annually in 
the initial stage to $200,000 annually, 
should a comprehensive research or- 
ganization be set up by members of 
the industry. An average of the esti- 
mates indicated that an expenditure of 
$100,000 annually might be expected 
to provide an adequate program. 

I do not believe it is necessary to 
detail at great length all the various 
opinions and views expressed by the 
distinguished group of scientists and 
technicians who favored us with their 
advice. Our interviews with them con- 
stituted a preliminary investigation, 
however adequate, of the possibilities 
available for research. 

We were particularly impressed with 


the description of the Institute of Pa-~ 


per Chemistry by its Director, Dr. 
Westbrook Steele, and the support 
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given the institution by the paper in- 
dustry; the great value of its research 
work to the paper and pulp industry, 
and especially its affiliation with Law- 
rence College, a small but high-class 
educational institution at Appleton, 
Wisconsin, whereby graduate stu- 
dents in engineering take postgraduate 
courses in paper chemistry and allied 
subjects at the college, thereby assur- 
ing the paper and pulp industry and 
its component members of a constant 
supply of highly trained scientists, 
available for private employment of 
member companies of the Institute. 
An adaptation of this plan is incorpo- 
rated in the plan which we have for- 
mulated for the gas industry. 


Function of Laboratories 


Concern has been expressed that the 
reputation and good work of our As- 
sociation’s existing laboratories should 
not be impaired. Your committee has 
kept this in mind continually. The 
A. G. A. Testing Laboratory, in addi- 
tion to its prime function of so-called 
“requirements research” or investiga- 
tional work of various character, largely 
concerned with appliances and acces- 
sories, has conducted some research, 
largely of an “industrial” type, for 
various committees and sections of the 
A.G. A. in the field of gas utilization 
whenever its personnel and facilities 
could be employed. It has lent and 
adapted itself.to such purposes in the 
absence of any other agency in the gas 
industry created primarily for central- 
ized research. It has done very good 
work under the circumstances, but it 
has been extended beyond its funda- 
mental purpose in connection with the 
“requirements program” or testing 
function. 

In other words, research in the fun- 
damental or pure science meaning of 
the word was not in the original con- 
cept of the functions of the A.G. A. 
Testing Laboratory nor of the neces- 
sary qualifications of its personnel or 
staff. It is obvious that the “require- 
ments program” and the high standard 
of testing efficiency attained by the 
Laboratory should not be submerged 
in a program of technical work, con- 
ceived for a different purpose, directed 
toward different ends and manned by 
a personnel of different qualifications, 
capable of fulfilling distinctly differ- 
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Convention man-of-the-hour was Mr. Smith 
whose rescarch proposal was the outstand- 
ing new development 


ent functions. Only confusion and 
ineffectiveness could result. 

There are a few observations in con- 
necticn with the subject of research as 
applied to the gas industry which 
should be made to you in behalf of 
your committee. I believe every mem- 
ber who attended either of its two 
meetings is deeply impressed with and 
convinced of the urgent need for fun- 
damental research in the field of gas 
as a raw material as well as a source 
of energy. Dependable testimony was 
offered to the effect that applied re- 
search should also be included in the 
program, but the apparent conflict 
seems to be mainly a matter of defini- 
tion. 


Dependency on Pure Science 


I believe we are all agreed that in- 
dustry-wide research is essential to 
progress and that progress is essential 
to the stability of our business, first, by 
insuring the holding of the present 
markets, and second, by developing the 
opportunities that may exist in new 
markets. We are agreed that if the 
industry wishes to advance, or even 
hold its place, it must make use of all 
possible means to that end. Unless 
the gas industry recognizes before it 
is too late the fundamental dependency 
of modern industrial activities upon 
pure science and its application, it will 
certainly suffer the consequences of 
its lack of vision. 

The gas industry has carried on re- 











search in the past and is currently car- 
rying on research, but the major por- 
tion of research activities has been 
carried on by individual manufacturers, 
limited in scope and expenditure by 
the necessity for preserving their earn- 
ings position and limited in the range 
of these research activities by the press- 
ing necessity for discovering an answer 
to an immediate problem. The concept 
of a radical departure into the field of 
fundamental research cannot be ex- 
pected of equipment manufacturers 
individually. 

We believe that the industry as a 
whole is confronted with the need and 
responsibility for a radical departure 
in its concept of equipment and mar- 
ket, but at this time the agency is lack- 
ing that can be instrumental in its cre- 
ation. Nor can the gas industry expect 
that the investigators and explorers in 
fundamental research in other branches 
of industry will be stimulated to delve 
into and penetrate the frontiers that 
limit the knowledge and use of gas. It 
is up to the gas industry itself to stimu- 
late and support scientific search for 
fundamental knowledge in those un- 
explored or little known areas of sci- 
ence which are potentially promising. 


Present Research Inadequate 


It is not adverse criticism of the re- 
search now being carried on to state 
the truth that it lacks the broad view- 
point necessary for the industry to safe- 
guard itself against competition by 
solving the inherent weaknesses which 
have developed in our business and by 
taking advantage of the larger oppor- 
tunities thought to exist in developing 
new equipment, new processes and 
new methods. 

The present research conducted by 
the gas industry is not centralized nor 
coordinated, and centralization and 
coordination are essential to the eco- 
nomical operation of such activity. Cu- 
mulative and coordinated effort is what 
we feel we must avail ourselves of. 
Furthermore, the research carried on 
today is objective research, mostly 
“trouble-shooting,” mot subjective or 
exploratory, and therefore it is in- 
capable of developing the possible col- 
lateral opportunities that research nor- 
mally develops in new avenues. 

It is interesting to note the curious 


coincidence of the action of the gas 
industry in Great Britain, which is now 
organizing its research facilities. An 
editorial comment in the British Gas 
Journal of August 9, 1939, includes 
these several significant statements: 
“In last week's ‘Journal’ we published 
the names of the Members of Council, 
nominated by the Institution of Gas 
Engineers and the Society of British 
Gas Industries, of the newly formed 
Gas Research Board... . . Among the 
matters considered at the first meeting 
of the Council on July 25 was the ap- 
pointment of a Director of Research. 
The duties of the Director will include 
the general direction and supervision 
of the research and technical work 
undertaken by the Board, the mainte- 
nance of contact with other research 
work of interest to the Gas Industry, 
and the establishment and mainte- 
nance of a Bureau of Technical In- 
formation. .... The importance of 
the choice of a Director of Research 
was firmly emphasized at the Institu- 
tion meeting, and we are naturally glad 
that the question is being tackled— 
and without delay—in the way its seri- 
ousness demands. .... The main 
point which appeals to us, however, 
is that the new Gas Research Board is 
‘thinking big.’ We are convinced that 
results such as can be achieved will 
only be gained by such thinking. To 
our mind this is ‘indicative of an 
awakening to the fact . . . . that the 
gas industry is a big industry of first 
importance to the national economy 
and that its potentialities as a great chem- 
ical industry have yet to be realized.” 


Insurance and Reassurance 


Your committee is impressed with 
the protective or insurance features an 
adequate research program will fur- 
nish. Competitive industries and activ- 
ities are making extensive use of fun- 
damental and organized research; the 
electric industry, the coal industry and 
others, and, unless the gas industry 
does likewise, it is bound to fall be- 
hind again. It has happened in the 
field of illumination. What research 
was conducted to prevent it? It can 
happen in other fields of gas utiliza- 
tion. What research is being conducted 
to prevent that ? 

Your committee believes that the 
adoption of an adequate research pro- 
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gram will go far to reassure industry 
and investors that the gas industry is 
not on a decline, as Babson’s reports 
have indicated, but is on the upgrade 
with an alert leadership, mindful of 
the need of new development. 

We have worked out a plan which 
will provide a broad concept and a 
complete research set-up for the gas 
industry. For my part, I am happy that 
the committee has evolved a complete 
plan, not a piecemeal plan or a timid 
gesture, but a sound, well-balanced in- 
clusive program embodying the best 
features of all we have been able to 
learn in working on this problem this 
summer. Briefly, it provides for the 
immediate establishment of the Re- 
search Institute of the Manufactured 
and Natural Gas Industry, the con- 
struction of its skeleton structure and 
employment of its director and the 
subsequent careful set-up of the organ- 
ization, its location, personnel and 
educational affiliation. 


Independent Agency Needed 


The general advice of authorities on 
fundamental research is that it should 
be conducted as a separate entity and 
not through the medium of a trade as- 
sociation, although it might and should 
otherwise be in close affiliation there- 
with. Such research does not seem to 
thrive well under the auspices of ordi- 
Maty association committee procedure 
but to progress better when not di- 
rectly associated with other and differ- 
ent types of activities. 

The conduct of fundamental re- 
search and the execution of the work 
of the Institute will require a high de- 
gtee of concentration on the func- 
tions of such an organization and a 
minimum of confusion with, or inter- 
ference from, outside activities and 
sources. There must be freedom from 
departmental restriction and the as- 
surance of intellectual and scientific 
freedom in order for any fundamental 
research undertaking to succeed. 

We envisage the Institute as a pro- 
tective enterprise, an insurance policy 
for members of the industry as such, 
and not as a part of the American Gas 
Association, with corresponding de- 
mand on its finances and limitation of 
the Institute’s service by the Associa- 
tion’s ability to meet the proper finan- 
cial requirements of the Institute. 


American Gas ~éociatton MONTHLY 





The prime purposes of the Research 
Institute of the Natural and Manufac- 
tured Gas Industry would be the con- 
duct of fundamental research, the co- 
ordination of gas industry researches, 
the correlation of all results of inter- 
est to the gas business, and the educa- 
tion of selected students in special 
subjects so that, upon graduation, they 
would be available for employment 
in the industry and be especially quali- 
fied to interpret to practical applica- 
tion the results of research. 

It would be as serviceable as possi- 
ble in all matters concerned with gas 
industry research, acting as a sort of 
“clearing house” for research informa- 
tion and services of all kinds, such as 
an actual or advisory one concerning 
the related information to, the feasibil- 
ity of, the best laboratories for con- 
ducting, and other useful aids for, re- 
search projects contemplated by com- 
panies, gas associations, et cetera. 


Non-Profit Corporation 


The plan provides for a non-profit 
corporation of various classes of mem- 
bers of the gas industry, represented 
by a Board of Trustees, officers and a 
Director. Under the plan, support of 
the Institute is to be furnished by in- 
dividual members, who pay nominal 
annual dues, and by company members, 
both utility and equipment, variously 
classified as Founder Members, Sus- 
taining Members and Associate Mem- 
bers, which latter three classifications 
shall pay amounts equitably arrived at 
and pledged as an annual contribution 
for a period of, say, ten years. Man- 
agement of the Research Institute will 
be vested in a Board of Trustees, 
elected from the representatives of 
supporting company members, fifteen 
in number, eight from the gas utility 
business, four from the equipment 
manufacturing business, two who 
might be engaged in other lines of en- 
deavor and one who would be the Di- 
rector of the Institute. 

The plan contemplates coordinated 
activity in a wide field. In addition to 
providing a means of fundamental re- 
search, it provides also for the coordi- 
nation of and a means of carrying on 
industrial or applied research. That is 
to say, it provides a means whereby ap- 
plied research may be carried on in be- 
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half of member companies and a 
means of correlating previous research 
results and coordinating existing re- 
search done in these fields. Your com- 
mittee has been counseled that this 
should comprise a part of a broad and 
serviceable research program. 

The proposed Research Institute will 
also include a school for selected grad- 
uate students, conducted in conjunc- 
tion with some existing technical in- 
stitution of national standing, which 
students would be cooperatively edu- 


cated by a competent faculty in special 
subjects and, if possible, by short- 
time employment from time to time 
during the regular period of the course 
by companies having membership in 
the Research Institute. These students, 
upon graduation from the Research In- 
stitute, would be reserved for first con- 
sideration by Institute members as can- 
didates for possible employment in the 
respective organizations of such mem- 
bers, thereby assuring to the industry 
(Continued on page 413) 





Gild Holds Third Annual Feast, 
Herman Russell Honored 


HE third an- 

nual Feast of 
the Gild of Ancient 
Supplers of Gas 
Appliances, Skills, 
Gins, Accessories 
and Substances at 
the Hotel Pennsyl- 
vania, Tuesday eve- 
ning, October 10, 
was a most en- 
joyable event of 
A. G. A. Conven- 
tion Week. It was 
attended by nearly 
300 members and invited guests who have 
come to anticipate this function as among 
the most pleasurable occurring during the 
national meeting. 

Following enactment of the customary 
ritual observed at Gild Feasts, tribute was 
paid the memory of the late William P. 
Hutchinson, charter member, and chairman 
of the Sprague Meter Company, who died 
last May. 

Honorary membership was conferred on 
Herman Russell, president of the Roches- 
ter (N. Y.) Gas & Electric Corp., and 
former A.G.A. president, in recognition 
of his being “the personification of an 
ideal utility executive’’ and of accomplish- 
ments which “made the gas industry appre- 
ciate itself and the general public appre- 
ciate the gas industry.” 

Mr. Russell’s contribution to the indus- 
try was characterized as follows: 


Herman Russell 


“Mr. Russell has headed many important 
committees of the Association, having diff- 
cult assignments. Time will not permit a 
full recital of them but a few will be cited. 

“The 1935 House Heating and Air Con- 
ditioning Committee, of which he was 
chairman, produced the report ‘Economics 
of Gas House Heating’ which developed 
the fact that large heating loads could be 
profitably handled by the gas industry. 

“He was chairman of the committee ap- 
pointed to raise the necessary funds to 
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start the national advertising program and 
after a very difficult several months se- 
cured sufficient members to contribute, en- 
abling the program to proceed. 

“During the period 1936 and 1937 he 
developed a series of studies on the eco- 
nomics of gas and electricity which crys- 
tallized the point that the ‘all electric 
kitchen’ idea was not to the interest of the 
customer or the electric company and was 
profitable only at rates averaging double 
the cost of gas for such service and that 
equal cost to the customer was ruinous to 
the electric company.” 


In addition to the Gild’s membership 
card and emblem presented to him Mr. 
Russell was given an “Oscar” a sculptured 
bronze ornament bearing a representation of 
the “Gas House Terrier.” Mr. Russell gra- 
ciously acknowledged the tribute paid him 
following which it was announced that an 
identical “Oscar’’ would be presented to 
Raymond M. Conner, director of the 
A.G. A. Testing Laboratories, at the next 
day’s General Session in commendation of 
Mr. Conner’s exemplary work in guiding 
the appliance research of the industry. 

Billy B. Van, mayor of Newport, N. H., 
as the featured speaker of the evening, 
stressed the importance of salesmanship 
and brought a most stimulating message to 
those concerned with the development and 
promotion of business in an era of eco- 
nomic upheaval. 

The Ben Yost Singers, one of the best 
known male choruses in this country, pro- 
vided an excellent musical program. Group 
singing throughout the evening enlivened 
the gathering and brought it to a close with 
Auld Lang Syne. 

At a business session conducted Tuesday 
afternoon, the following officers were 
elected for the next two years: Mayor, W. 
S. Guitteau; Senior Warden, C. E. Bart- 
lett; Clerk, J. H. Moore; Keeper of the 
Treasure, J. A. Mulcare; Aldermen, E. C. 
Sorby, W. G. Gribbel, J. A. Messenger. 
Wardens will be appointed at the next 
meeting of the Great Council. 








Typical scenes on the opening day of convention week. Grouped at the Court of Flame Club were, left to right: Miss Rickman; N. Henry 

Gellert, Philadelphia; Marcy L. Sperry, Washington, D. C.; H. W. Hartman, New York; President Conrad N. Lauer, Philadelphia, and 

Mrs. Gellert. The center picture is a bird’seye view of the Registration Desk, while at right, George Rector, famous chef and official gas 
industry host at the World’s Fair, holds a crowd with a food demonstration 


Past President Herman Russell, of Rochester (with finger in mouth), looks stumped but it can’t be a gas industry problem because he 
knows all the answers—wanna bet? He is flanked by A. P. Lathrop, New York City, and Charles R. Henderson, Ann Arbor. In the 
center are distinguished foreign guests, Julian Garrett, president of the Canadian Gas Association, and P. Schereschewsky, of Paris, repre- 
senting the French Gas Association. At right, in earnest conversation are: R. J. LeBoeuf, Jr, New York; Alexander Forward, New 
York; Marcy L. Sperry, Washington, and F. T. Carmody, New York 


' 


Yes sir! This convention was something to smile about. This happy delegation consists of C. E. Gallagher, Cleveland; Walter Wiewel, 

Pittsburgh; Dan M. Rugg, Pittsburgh; Jobn O. H. Anderson, Pittsburgh; H. Leigh Whitelaw, Pittsburgh; and Hugh Cuthrell, Brook- 

lyn. The center picture shows the speakers’ table at the luncheon conference on personnel practices, with most of the industry's big 

wigs present. At right are: J. Walter Dietz, principal speaker at the luncheon; William N. Bissell, chairman of the Personnel Practices 
Committee, and C. G. Simpson, Jr., Philadelphia 
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F, X. Mettenet, of Chicago, retiring chairman of the Com- 

mercial Section, and market expert, appraises the convention scene. 

Spotted on their way to the World’s Fair were: Kurwin. R. Boyes (leaning 

over), the late Paul W. Herring, Chicago; Eric A. Nicol, Chicago, and unidentified 
man. Other pictures show Hall M. Henry, New York, and Charles A. Munroe, New York, 
donor of the Charles A. Munroe Award 





Pictured above are a distinguished group of gas men. Left to right are C. A. Jefferis, Toronto; E. ]. Tucker, Toronto, past chairman, Account- 
ing Section; Dana D. Barnum, Boston, past president of the Association; P. S. Young, Newark, another A.G.A. past president; Walter C. Beck- 
jord, New York, newly elected president; Norman R. McKee, Los Angeles, and Clifford Johnstone, San Francisco 


Incoming President Beckjord gets the woman's viewpoint from two attractive young ladies from the West coasts of America and Europe, Gladys B. 
Price, Los Angeles, chairman of the Home Service Committee, and Anne Tonseth, Bergen, Norway. In the center are Frank A. Woodworth, Spokane, 
and Hugh Scott, Knoxville, while at right are W. E. Derwent, Rockford, and C. W. Berghorn, New York 





R. B. Harper, Chicago, in a dignified pose, takes things calmly. Hiding behind the smoke screen is R. G. Griswold, New York, in company with 

James F. Pollard, Seattle, winner of the Charles A. Munroe Award, and Past President Russell, Rochester. Mrs. Russell may be seen seated at the left. 

Surrounding President Lauer in the photograph at the right are: E. G. Hammerschmidt, Fritch, Texas, winner of the Beal Medal; H. R. Sterrett, New 
Haven; P. T. Dashiell, Philadelphia, and George S. Hawley, Bridgeport 














Whos Who .. . Among Newly-Elected 


American Gas Assoctation Officers 





Walter C. Beckjord 
PRESIDENT 


Walter C. Beckjord is chairman of the Executive Committee 
and vice-president and general manager of the Columbia Gas & 
Electric Corporation, New York City. 

Mr. Beckjord was graduated in 1909, with degree of electrical 
engineer, from the University of Minnesota, having worked dur- 
ing summer vacations as cadet engineer for the St. Paul Gas 
Light Co., St. Paul, Minnesota. After graduation he became 
construction engineer for the St. Paul utility, and left in 1916 
to become general superintendent of the Madison Gas & Electric 
Company, Madison, Wisconsin, and later assistant engineer for 
the American Light & Traction Company. In 1922, he was 
elected chief engineer of the latter company; in 1926, vice-presi- 
dent and in 1927, director. 

He became vice-president and general manager and director of 
the Boston Consolidated Gas Company in 1930, resigning in 
September, 1934, to become vice-president and general manager 
and director of the Columbia Gas & Electric Corporation, and 
in 1936, chairman of the Executive Committee. Mr. Beckjord is 
also president of the Michigan Gas Transmission Corporation, 
Detroit, Michigan, and president of the Columbia Engineering 
Corporation, New York City. 

In addition to being a director of the American Gas Asso- 
ciation for several years, Mr. Beckjord has served two terms as 
chairman of the Technical Section, 1926-27 and 1927-28, and 
one term as chairman of the Commercial Section, 1932-33. 

He is a director in the following companies: Binghamton Gas 
Works, Manufacturers Light & Heat Company, Dayton Power 
& Light Company, Ohio Fuel Gas Company, United Fuel Gas 
Company, Cincinnati Gas & Electric Company, Atlantic Sea- 
board Corporation, and Michigan Gas Transmission Corp. 


Thomas J. Strickler 
VICE-PRESIDENT 


Mr. Strickler is vice-president and general manager of the 
Kansas City Gas Co., Kansas City, Mo. 

Born in Topeka, Kansas, on May 21, 1883, he was graduated 
from Wentworth Military Academy, Lexington, Mo., in 1900 
and engaged in graduate study in 1901. He received his B.S. 
degree in chemical engineering from the University of Kansas 
in 1906. 

Mr. Strickler was associated with the U. S. Reclamation Serv- 
ice from 1902 to 1910 and then spent a year as assistant man- 
ager and engineer for the Federal Betterment Co., Cherryville, 
Kansas. He became assistant engineer of the Kansas Public 
Utilities Commission in 1911 and served as chief engineer from 
1913 to 1920. He was admited to the Kansas bar in 1917. From 
1920-22, he was consulting engineer for the Empire Gas & Fuel 
Co., Bartlesville, Okla. 

He joined Henry L. Doherty & Co., New York, in 1922 and 
in 1924 was transferred to Kansas City. He was consulting engi- 
neer for Gas Service Co. and vice-president or director of thirty 
subsidiaries in Kansas, Oklahoma and Missouri from 1925-27. 
He has been vice-president and general manager of the Kansas 
City Gas Co. since 1927. His record during the war includes 
service as Captain, Engr., U. S. A., 1917; Major, Transportation 
Corps., Oct. 1918-June 1919; and Commanding Officer, Railway 
Transportation Corps. 
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In addition to being vice-president, Mr. Strickler has served 
on many important committees of the American Gas Associa- 
tion and has been a director for a number of years. He is chair- 
man of the Committee on National Advertising. He was depart- 
mental vice-president and chairman of the Natural Gas Depart- 
ment in 1932. He was a member of the executive committee and 
president of the Missouri Association of Public Utilities in 
1929-30. 

He is a director of the U. S. Chamber of Commerce and an 
executive or member of numerious civic, social and engineering 


bodies. 


George F. Mitchell 
VICE-PRESIDENT 


Mr. Mitchell is president of The Peoples Gas Light & Coke 
Company, Chicago, Illinois. 

Born on March 20, 1888, he was educated at a business col- 
lege and Armour Scientific Academy. He entered the public 
utility business in 1909, starting with the Commonwealth Edison 
Company as a stenographer in the new business department. He 
became secretary to the president of that company in 1913. 

In March, 1919, Mr. Mitchell became assistant to the presi- 
dent of The Peoples Gas Light and Coke Company. He was 
elected treasurer in June, 1921; vice-president in charge of 
finance in May, 1924, and president in February, 1930. 

He is credited with introducing the therm rate on a major 
scale in this country. His company has been a leader in the 
adoption of aggressive sales promotion methods. 

Mr. Mitchell is a director of the American Gas Association 


‘ and vice-chairman of the Committee on National Advertising. 


Ernest Reynolds Acker 
TREASURER 


Mr. Acker is president and general manager of the Central 
Hudson Gas and Electric Corp., Poughkeepsie, N. Y. 

He was graduated from Cornell University, class of 1917, and 
attended Harvard University, Graduate School of Business Ad- 
ministration, in 1927. 

He served overseas as First Lieutenant, United States Chemi- 
cal Warfare Service, during the World War. 

After a short period of time with the Yonkers Electric Light 
& Power Co., Yonkers, N. Y., and the Bethlehem Steel Co., 
Bethlehem, Pa., Mr. Acker became identified with the Central 
Hudson Gas & Electric Corporation in 1919 as assistant engi- 
neer in the general operating department. He was made super- 
intendent of the Kingston Gas & Electric Company—at that time 
a unit of the Central Hudson System—in 1921 and held that 
position until he was appointed general commercial manager of 
the Central Hudson Gas & Electric Corporation in 1925. In 
1932 Mr. Acker became president and general manager of the 
company, succeeding the late Thaddeus R. Beal. 

Mr. Acker has served as vice-chairman of the Commiercial 
Section of the American Gas Association in 1929, chairman of 
the section in 1930 and member of the advisory council, 1931. 
In 1936 he was president of the Empire State Gas & Electric 
Association. He is a member of the Operating Committee of the 
Edison Electric Institute. 


American Gas tbuocialton MONTHLY 





Walter C. Beckjord 
President 


Davis M. DeBard 
Chairman, Commer- 
cial Section 


Frank H. Adams 
Director 


N. Henry Gellert 
Director 


T. J. Strickler 


Vice-President 


Franklin T. Rainey 
Chairman, Industrial 
Gas Section 


James B. Black Charles 


Director 


R. H. Hargrove 
Director 


ISSUE OF NOVEMBER 1939 


M. Cohn 


Director 


George F. Mitchell 
Vice-President 


E. R. Guyer 


Chairman, Manufac- 


turers’ Section 


George S. Hawley 
Director 


[ 393 J 


H. L. Dickerson 
Directer 


Ernest R. Acker 


Treasurer 


Elmer F. Schmidt 
Chairman, Natural 
Gas Section 


L. B. Eichengreen 
Director 


C. E. Paige 
Director 


F. B. Flabive 
Chairman, Account- 
ing Section. 


A. M. Beebee 
Chairman, T echnical 
Section 


C. E. Gallagher 


Director 


=a 


Louis Ruthenburg 
Director 











F. B. Flahive 


CHAIRMAN, ACCOUNTING SECTION 


Mr. Flahive is comptroller of Columbia Gas & Electric Cor- 
poration, New York, N. Y. with which company he has been 
associated since 1927. Prior thereto, he was associated with the 
Stone & Webster Organization in various accounting and man- 
agerial capacities for eighteen years. During the war he served 
with the United States Army in France. 

He is active in accounting circles of both the American Gas 
Association and the Edison Electric Institute, and is a member 
of a number of business organizations, including the Controllers 
Institute of America, of which he is a charter member and on 
the advisory council, and the American Management Associa- 
tion, of which he is a vice-president. 


Davis M. DeBard 
CHAIRMAN, COMMERCIAL SECTION 


Mr. DeBard is a graduate of Cornell University Engineering 
College, entering the employ of Stone & Webster Service Cor- 
poration, New York, N. Y., in the year 1910. 

He has always been connected with commercial activities and 
has been active in both electric and gas associations. In 1926 
he was made general sales manager of all of Stone & Webster 
affiliated companies. Two years ago he was promoted to a vice- 
presidency of the Stone & Webster Service Corporation, which 
position he holds at this time. 

He has done much to promote load-building with the low 
income customer, having made some four trips to Europe to 
study methods and appliances used for development of the low 
income customer. 


Franklin T. Rainey 
CHAIRMAN, INDUSTRIAL GAS SECTION 


Upon receiving his engineering degree from Pennsylvania 
State College, Mr. Rainey joined the Henry L. Doherty Company 
in the industrial heating department, which was being estab- 
lished as the first of its kind in the United States. Three years 
later he became an industrial sales engineer in the Chicago ter- 
ritory for the Surface Combustion Corporation of Toledo, a 
Doherty property. 

After two years he went with the Todelo Edison Company, a 
Cities Service subsidiary, as industrial engineer in the manufac- 
tured gas division. When Cities Service Company sold the man- 
ufactured gas division of Toledo Edison to Columbia System, 
Mr. Rainey became industrial sales manager for the Ohio Fuel 
Gas Company group of Columbia subsidiaries. 

In 1933 he was made general sales manager for these prop- 
erties, assuming supervision of industrial and domestic gas sales, 
appliance merchandise sales, advertising and home service. 

He is a member of the Managing Committee of the Industrial 
Gas Section of the American Gas Association and was chairman 
of the Program Committee of the Industrial Gas Section for 1938. 


Ernest R. Guyer 
CHAIRMAN, MANUFACTURERS’ SECTION 


Mr. Guyer is first vice-president of Cribben & Sexton Com- 
pany, Chicago, Illinois, and immediate past president of the As- 
sociation of Gas and Equipment Manufacturers. He is also a 
past president of the Manufacturers’ Protective and Develop- 
ment Association. 

Educated at Hill School and Cornell University where he re- 
ceived the degree of mechanical engineer in 1914, Mr. Guyer 
was at one time production manager of the Moline Plow Com- 
pany, Moline, Ill. Later, he was superintendent of the Rock 
Island Stove Company, Rock Island, Ill. 

He is a member of the board of directors of the A.G.A.E.M. 
and the American Gas Association. 
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Elmer F. Schmidt 


CHAIRMAN, NATURAL GAS SECTION 





Mr. Schmidt, vice-president and operating manager of Lone 
Star Gas Company, Dallas, Texas, in charge of production and 
transmission, was born in Binghamton, New York, in 1889 and 
was graduated from Cornell University. 

He has been with Lone Star Gas Company since 1918 and in 
his present capacity has executive supervision over the produc- 
tion and transmission division of one of the largest natural gas 
systems in the Southwest. 

His first natural gas work after receiving his civil engineering 
degree in 1912 was with the engineering department of the Ohio 
Fuel Supply Company at Charleston, West Virginia, where he 
remained until 1913 when he became associated with Northwest- 
ern Ohio Natural Gas Company at Toledo, and with the Fayette 
County Gas Company at Uniontown, Pennsylvania, during 1914. 
In 1915 he went to the engineering department of the Ohio Fuel 
Supply Compay at Columbus, Ohio. 

In 1917 he transferred to the gas measurement department of 
that company. While in that position he aided materially in de- 
veloping the orifice meter recording mercury differential gauge 
for high pressure gas measurement; and the gas density balance 
used widely today in determining specific gravity of natural gas. 
The modern science of accurate and dependable high pressure 
natural gas measurement owes much to this early experimenta- 
tion and development work in which Mr. Schmidt engaged. 

Mr. Schmidt was given charge of the gas measurement depart- 
ment when he joined the Lone Star Gas Company in 1918. In 
1919 he became chief engineer and was made general superin- 
tendent of the company in 1920. He was elected to the board of 
directors in May, 1935, and was then elected vice-president with 
his present responsibilities. 

A member of the American Society of Mechanical Engineers 
and the Cornell Engineering Club, he has been a member of 
numerous technical committees of the former Natural Gas Asso- 
ciation, the American Gas Association, and the American Petro- 
leum Institute. He is chairman of the American Society for 
Testing Materials Subcommittee D-3-[V on Determination of 
Specific Gravity and Density of Gaseous Fuels. 


A. M. Beebee 


CHAIRMAN, TECHNICAL SECTION 


A graduate of Cornell University in 1915 with a Mechanical 
Engineering degree, Mr. Beebee began working for the Roches- 
ter Gas and Electric Corporation, Rochester, N. Y., in January, 
1916, as cadet engineer in the gas manufacturing department. 
In 1921 he was made assistant superintendent of gas manufactur- 
ing; in 1926 superintendent of gas manufacturing and in 1927 
general superintendent of the gas division of the Rochester Gas 
and Electric Corporation. 

Mr. Beebee was chairman of the important Carbonization 
Committee of the American Gas Association in 1924-1925. He 
has also been on the Managing Committee of the Technical Sec- 
tion for a number of years and has served on numerous other 
Association committees, including the Editorial Committee of 
the Gas Engineers’ Handbook, and the A. G. A. Purging Code 
Committee for Gas Holders, as well as the present Purging 
Committee. He was chairman of the gas section of the Empire 
State Gas & Electric Association from 1932 to 1935. 

Mr. Beebee was awarded the Beal Medal at the last annual 
convention for contributing the best technical paper to Associa- 
tion meetings during the -previous year. He won this distinction 
for his paper entitled, “Time Marches On—Where Is Manufac- 
tured Gas Marching?” which was presented at the joint Produc- 
tion and Chemical Conference held in New York City, May 
23-25, 1938. 

He is a member of the American Chemical Society, American 
Standards Association, Empire State Gas & Electric Association, 
Rochester Engineering Society, Rochester Chamber of Commerce 
and other business and social organizations. 
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Hutchinson Gas 
Club Formed 


BOUT ten years ago, the late W. P. 
Hutchinson, president of the Sprague 
Meter Company, and Charles Harrison, of 
Cities Service Company, organized a group 
of gas engineers having offices in down- 
town New York and vicinity, who have met 
regularly for lunch on the second Monday 
of each month. At the last meeting of 
this group, on October 16, it was voted to 
name it “The Hutchinson Gas Club,” in 
order to perpetuate the memory of Bill 
Hutchinson who started it. 

At the present time, the club is com- 
posed of engineers of holding companies 
and gas companies as well as a representa- 
tive of the American Gas Association and 
of the New York Public Service Commis- 
sion. No formal program is planned but, 
as in the past, technical information and 
news about the gas industry will be ex- 
changed. 

The following members are included in 
the Hutchinson Gas Club: A. E. Lock- 
wood, S. B. Cobb, E. P. Noppel, Dean M. 
Workman, A. E. Englebright, L. O. Gor- 
don, J. A. Brown, P. R. Taylor, R. E. 
Ritchie, C. R. Bellamy, G. H. Magee, O. S. 
Hagerman, A. G. King, H. D. Hancock, 
Ross Holmes, E. J. Murphy, A. L. Phillips, 
Floyd Parsons, Rutherford Van Vliet, Ray 
Ransom, Fred Parke, J. R. Wohrley, and 
S. L. Fairchild. 


Industrial Gas Leader 
Gets New Post 


HE non-residential gas fraternity will 

be interested to hear of the appoint- 
ment of D. A. Campbell, formerly of 
Eclipse Fuel Engineering Company, to the 
position of district manager for eastern 
New York, northern New Jersey and Con- 
necticut of Wheelco Instrument Company, 
Chicago,, manufacturer of indicating and 
control instruments. Mr. Campbell’s new 
address will be 277 Broadway, New York, 
N. Y. 

Mr. Campbell is excellently fitted for his 
new position, not only by virtue of his 
many years of experience in the industrial 
gas field but also by his long association 
with the Industrial Gas Section of the Amer~ 
ican Gas Association. Those who attended 
the 1939 Industrial Gas Sales Conference 
in Cleveland will remember his thorough 
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and helpful analysis of the “Sales Possibili- 
ties in Dowtherm Boilers.’ He also served 
on the Non-Ferrous Metals and Hot Water, 
Steam and Power Generation Committees 
of the Section, being vice-chairman of the 
latter in 1936. 


Foreign Visitors 


MONG recent distinguished foreign 

visitors to headquarters of the 
American Gas Association were the fol- 
lowing: 

Sir Charles Norwood, former Mayor of 
Wellington, New Zealand, and a director, 
among many other activities, of the Wel- 
lington Gas Company, Wellington, New 
Zealand who took an active part in the 
celebration of New Zealand Dominion 
Day at the New York World's Fair. 

Sir Charles paid a visit to the Gas In- 
dustries’ Exhibit with which he was so 
much impressed. During an extended 
visit to Association Headquarters he ob- 
tained a representative cross section of 
American gas practice just before leaving 
for Detroit, the Pacific Coast, and from 
thence for his home. 

David Heuterman, manager of the gas 
company at Soerabaj(y)a (The Nether- 
lands Indies Gas Company) on the island 
of Java in the Dutch East Indies. Head- 
quarters assisted in making contacts for 
the purchase of materials. 

Mr. Heuterman is connected with the 
same organization as H. L. F. Rincker, 
Manager of the Gas Works at Semarang, 
a former visitor to this country, and a 
member of the American Gas Association. 

Mr. McLean of McLean & Scorer, Found- 
ers, of Sydney, Australia, introduced by 
Telford F. Waugh of The Australian Gas 
Light Company, who looked principally 
into American foundry practice. He se- 
cured much information from Headquar- 
ter’s records and personnel. 


Controllers Elect 
O. W. Brewer 


W. BREWER, auditor of the Ameri- 

. can Gas Association, was re-elected 
treasurer of the Controllers’ Institute of 
America at the annual meeting of the in- 
stitute held in New York in October. 
This is the ninth consecutive term Mr. 
Brewer has been named to this post. 
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Down by the Sea 


Sot 
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Born and bred of the briny deep, you'd 
say, after a glance at this picture, but vet- 
eran gas men will take another look and 
recognize Douglass Burnett, former man- 
ager, now retired, of the rate department 
of the Consolidated Gas Electric Light and 
Power Co. of Baltimore, and for many years 
an active member and former chairman of 
the Association’s Rate Committee. Many 
summers in an old-time sea captain’s house 
in the once great whaling port on Nan- 
tucket Island, Mass., have had their effect 
and now he passes anywhere as an old 
salt. But, we venture, he hasn't forgotten 
his 46 years of work as an expansionist and 
rate specialist in. the utility field despite the 
disguise. Mr. Burnett makes his permanent 
home on a farm at Cockeysville, Md. 





Roseberry Advances 


T the October 5 meeting of the board 
of directors of The Sprague Meter 
Company, Bridgeport, Connecticut, Elwood 
H. Roseberry was elected vice-president. 
Mr. Roseberry has been serving the com- 
pany as their Los Angeles branch manager 
since October 1928, and will continue to 
maintain his office at Los Angeles. 


Wessels Steps Up 


HE Porcelain Enamel & Manufactur- 
ing Co., Baltimore, Md. announced 
recently that Walter B. Wessels, formerly 
assistant treasurer, has been appointed 
secretary. 
Mr. Wessels has been with the com- 
pany for several years and is well known 
throughout the enameling industry. 
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Empire State Association Holds 
Annual Convention 


VER two hun- 
dred execu- 
tives and depart- 
ment heads of vari- 
ous gas and electric 
utilities met at the 
thirty-fourth annual 
convention of the 
Empire State Gas 
and Electric Associa- 
tion at the Westches- 
ter Country Club 
on October 19 and 

E. P. Prezzano 20. 

Edward P. Prez- 
zano, president of the Westchester Lighting 
Company, who a few weeks before at a 
meeting of the Executive Committee had 
been re-elected the Association’s president, 
presided at the first session. 

At the same meeting of the Executive 
Committee, Irving K. Peck, president of 
the Binghamton Gas Works was re-elected 
vice-president, and he presided at the sec- 
ond business session. Herbert C. David- 
son, vice-president of the Consolidated Edi- 
son Company of New York, was re-elected 
treasurer. 

Mr. Prezzano opened the convention with 
a splendid address in which he indicated 
the value of association activities and the 
fruits of cooperative effort. 





Lauer Talks on Association 


Conrad N. Lauer, retiring president of 
the American Gas Association, delivered an 
inspiring talk on the gas industry's future 
and spoke of the contribution to that in- 
dustry and to the management of the Amer- 
ican Gas Association made by men from the 
Empire State. 

Hall M. Henry, assistant to the president 
of the New England Gas and Electric As- 
sociation, spoke on “Increasing the Gas 
Net Revenue,” in which he indicated that 
not only operating economy but predomi- 
nantly sales effort was the key to success. 
With illustrated charts he emphasized the 
various steps in increasing revenue. 

Dr. William I. Myers, head of the De- 
partment of Agricultural Economics at Cor- 
nell University, spoke on ‘The Outlook for 
Agriculture in New York State’ and its 
possible bearing on the sale of electricity 
to farm customers. 


Davis M. DeBard, vice-president of the 
Stone & Webster Service Corporation, 
spoke on “Load Building,” in which he 
emphasized the importance of market analy- 
sis and the necessity of the gas and electric 
industries getting a just share of consumer 
income. 

Charles W. Kellogg, president, Edison 
Electric Institute, spoke on electric utility 
finances. A splendid talk on recent amend- 
ments to social security legislation was 
given by Timothy J. Mahoney, Counsel of 
the Borden Company. 

Herbert C. Davidson, vice-president of 





the Consolidated Edison Company of New 
York, spoke on recent developments in ac- 
counting regulation. He commented upon 
the great good to be had by cooperative 
effort, both state and national, in ironing 
out the points of controversy before regu- 
latory orders are finally imposed. 

Hon. Milo R. Maltbie, chairman of the 
State Department of Public Service, was 
unable to be present because of illness and 
in his place, Hon. Gay H. Brown, counsel 
of the Public Service Commission pictured 
the responsibilities of the commission in 
giving to the public the true and actual 
facts when the industry is scurrilously and 
unjustly attacked by demagogues. He con- 
demned such attacks on honest utility man- 
agement. 

Dr. Virgil Jordan, president of the Na- 
tional Industrial Conference Board gave a 
splendid address on the business outlook. 

Clarence L. Law, vice-president, Con- 
solidated Edison Company of N. Y., was 
General Chairman of the Convention. 

Afternoons were devoted to golf for the 
men, with bridge and motor trips for the 
women. Many of those present visited the 
World’s Fair. On Thursday evening the en- 
tire convention went to the New York 
World’s Fair where a dinner and entertain- 
ment were thoroughly enjoyed. 
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Gas Appliance Manufacturers’ Group 
Elects Officers 


RANK H. ADAMS, vice-president and 
general manager of the Surface Com- 
bustion Corp., Toledo, Ohio, was elected 
president of the Association of Gas Appli- 
ance and Equipment Manufacturers at the 
fourth annual meeting of the Association 
held at the Hotel Roosevelt, New York 
City, on Monday, October 9. Gas appli- 
ance manufacturers from all parts of the 
country gathered for the meeting, the prin- 
cipal event of which was the election of 
officers. E. R. Guyer, of Chicago, the 
retiring president, presided at the meeting. 
A. P. Brill, president, Ruud Manufac- 
turing Co., Pittsburgh, was elected vice- 
president of the Association. John A. Fry, 
president, Detroit-Michigan Stove Co., De- 
troit, was elected treasurer. 

Newly elected to the Association’s board 
of directors were: Louis Ruthenburg, presi- 
dent, Servel, Inc., Evansville, Ind.; L. R. 
Mendelson, president, Hotstream Heater 
Co., Cleveland; E. C. Adams, president, 
Adams Brothers Manufacturing Co., Pitts- 
burgh; Walter L. Seelbach, secretary and 
treasurer, Forest City Foundries Co., Cleve- 
land; J. C. Diehl, chief engineer, Ameri- 
can Meter Co., Erie, Pa., and W. A. Lean, 
general sales manager, Wilcolator Co., 
Newark, N. J. 

Re-elected to membership on the board 
were: F. E. Sellman, of New York, vice- 
president, Servel, Inc.; W. E. Derwent, 
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vice-president, George D. Roper Corp., 
Rockford, Ill.; F. J. Fieser, American 
Radiator & Standard Sanitary Corp., New 
York; S. E. Little, vice-president, Amer- 
ican Stove Co., Cleveland; W. R. Smith, 
vice-president, Continental Water Heater 
Co., Los Angeles; R. G. Logue, vice- 
president, Ward Heater Co., Los Angeles; 
R. L. O’Brien, president, Detroit Brass & 
Malleable Works, Detroit, and H. N. 
Ramsey, president Welsbach Co., Glouces- 
ter City, N. J. 


Chemical Booklet Issued 


N attractively illustrated book on 

“Fine Chemicals’—the term for 63 
organic chemicals recently added to those 
already industrially available—has just 
been published by Carbide and Carbon 
Chemicals Corporation, 30 East 42nd 
Street, New York, N. Y. For the first 
time, the chemical industry is offered a 
well-balanced array of commercial syn- 
thetic organic chemicals—including now 
a wide choice of chemicals in each major 
organic family. In addition, a glimpse of 
the future is given by listing many “re- 
search” products, samples of which can 
be supplied on request. 
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Gas Heating Council 
in Eleventh Year 


HE first monthly 

meeting of the 
Metropolitan Heat- 
ing and Air Condi- 
tioning Council for 
the 1939-1940 busi- 
ness year was held 
on Wednesday, Sep- 
tember 20, at 
A. G. A. Headquar- 
ters in New York 
City. The meeting 
was devoted to a 
discussion of “Gas 
Heating for Low 
Cost Housing.’ Representatives of Long 
Island Lighting Co., Queensborough Gas & 
Electric Co., and The Brooklyn Union Gas 
Company, led the discussion. 

The officers for the coming year are: 
R. A. Malony, chairman; C. Brezee, vice- 
chairman, and H. C. Rohrs, secretary-treas- 
urer. 

This Council, established in 1929 for 
the “interchange of ideas relating to man- 
agerial problems of gas heating” is enter- 
ing its 11th year of useful work among 
its 17 member companies. 

Some of its more recent accomplishments 
have been to originate and adopt the slogan 
“Join the Swing to Heating by Gas” which 
later became a national slogan; Prepared 
a set of rules (The Gasco Installation 
Guide) for the installation of gas winter 
air conditioning in new homes which has 
now become a national project sponsored 
by the American Gas Association; Prepared 
a booklet for the industry to refute some 
of the nationally circulated erroneous state- 
ments made by competition regarding a 
certain Long Island development. 

The membership in the Council is lim- 
ited to gas companies representatives and 
so encourages a frank discussion of the prob- 
lems and the promotion of this important 
branch of the industry. 


R. A. Malony 








CONVENTION CALENDAR 


NOVEMBER 
Nov. 13-15 Mid-West Gas School and 
Conference 
Iowa State College, Ames, 
lowa. 


13-15 Nationa. Accounting Con- 
ference 
Chicago, Ill. 


13-17 American Petroleum Institute 
Stevens Hotel, Chicago, Ill. 


15-16 American Management Asso- 
ciation 
Palmer House, Chicago, IIl. 


DECEMBER 


Dec. 4-5 National Industrial Council 
Waldorf Astoria Hotel, 
New York, N. Y. 


1940 


JANUARY 
Jan. 22-26 International Heating & Ven- 
tilating Exposition 
Cleveland, Ohio. 


FEBRUARY 
Feb. 12-14 Southern Gas Association— 
South Southwestern Regional 
Gas Sales Conference 
Hot Springs, Ark. 


MARCH 
Mar. 14-15 New England Gas Associa- 
tion 
Hotel Statler, Boston, Mass. 
APRIL 
Apr. 15-17 Mid-West Gas Association 
Lincoln, Nebraska 
Apr. 29-May2 U. S. Chamber of Com- 
merce 
Washington 


JULY 
July 3-5 Canadian Gas Association— 
Joint Meeting with Pacific 
Coast Gas Association 
Jasper Park Lodge, Alberta, 
Canada 


OCTOBER 


Wk. 7 American Gas Association, 
Annual Convention 
Atlantic City, N. J. 





Florida Group Holds 
Sales Meeting 


NE hundred gas appliance salesmen, 

representing 20 gas companies in 
Florida and Georgia, took part in a one- 
day sales conference on September 22 
sponsored by the Gas Meters Association 
of Florida and South Georgia. The con- 
ference, which was held in Winter Haven, 
included both commercial and domestic 
sales topics. 

The commercial section program, un- 
der the direction of John Mooney, of the 
Standard Gas Equipment Corp., consisted 
of a demonstration of restaurant and hotel 
cooking, deep fat frying and roasting. 

Residential gas salesmen who attended 





Recent Winners of McCarter Medals 





Pictured above are five employees of the Consolidated Edison Company of New York, Inc., 
who have been honored recently by awards of McCarter medals and certificates for having 
berformed outstanding acts of life saving by use of the Schafer prone pressure method of 
resuscitation. Those who received this national recognition are, left to right: Louis Henry 


Busching, Paul Busse, Gus Martin Gombic, 
The latter received a certificate of assistance w 


ames Joseph Moore, and Louis G. Kraller. 
le the others received a medal and certificate. 


The presentations were made in September by department executives of the company. 
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the general sales meeting heard informa- 
tive discussions on gas water heaters, re- 
frigerators, space heaters and ranges. 
Speakers at this session were C. D. Little- 
field, Peoples Water & Gas Co., Miami 
Beach; W. A. Mahoney, Servel, Inc.; L. F. 
Rosenberger, The Coleman Lamp and 
Stove Co., and L. C. Ginn, American 
Stove Company. 

An outstanding feature of the program 
was a written sales presentation covering 
gas ranges, water heaters, refrigerators 
and commercial equipment. 


Mid-West Gas School 
November 13-15 


HE nineteenth annual gas school and 

conference conducted by the Mid- 
West Gas Association and Engineering 
Extension Service of lowa State College, 
will be held this year at Ames, Iowa, 
from November 13 to 15, according to an 
announcement by C. B. Dushane, Jr., gen- 
eral chairman. 

An exceptionally fine program has been 
arranged and nationally recognized speak- 
ers will be present to deliver pertinent 
papers on production, distribution, meter- 
ing, and utilization. 

In addition to the regular papers this 
year, the utilization section is holding a 
school of instruction for utilization serv- 
ice men. Representatives of all the well- 
known manufacturers of controls will 
have engineers present to demonstrate the 
proper adjustment and service procedure 
on such controls. Three entire half-day 
sessions will be devoted by the utilization 
section to this phase of the work. 














SECTION 


F. B. Franive, Chairman 
E. N. Kerrer, Vice-Chairman 


H. W. Hartman, Secretary 











Accountants Close Year of Major Achievement 
with Lively Convention Sessions 


H. A. Ehrmann, chairman of the Account- 
ing Section 


INDING up a year of exceptional 
activity and outstanding achieve- 
ment, the Accounting Section of the Ameri- 
can Gas Association held a highly success- 
ful meeting and a series of luncheon 
conferences during the annual convention 
at the Hotel Pennsylvania, New York City, 
October 9-12. Under the energetic leader- 
ship of H. A. Ehrmann, of the Consoli- 
dated Edison Company of New York, Inc., 
chairman of the Section, the program fo- 
cussed attention on a wide variety of ac- 
counting and office management problems. 
In his opening remarks, Mr. Ehrmann 
commended the accounting members for 
their ability to work together which had re- 
sulted in an unusual record of accomplish- 
ment during the year. He referred to the 
informative two-day Spring Conference at 
White Sulphur Springs, W. Va., which was 
resumed after a lapse of eight years, and 
to the excellent accounting meeting held at 
the natural gas cunvention in Tulsa, Okla- 
homa, as evidence of the section's activity. 
He also mentioned the participation of the 
Section in the joint conference with the ac- 
countants of the Edison Electric Institute 
held in Chicago. 

Mr. Ehrmann stated that this was the 
first year in which the Section’s compre- 
hensive program was developed under the 
guidance of a formal Planning Committee 
which functioned through the Managing 
Committee. 





Early in the program a resolution ex- 
pressing regret at the death of John Morgan 
Roberts, who ably served the Section as 
chairman during 1932-1933, was intro- 
duced by J. L. Conover, chairman of the 
Resolutions Committee. It was unani- 
mously adopted by a rising vote. 

F. B. Flahive, of Columbia Gas & Elec- 
tric Corp., New York, was elected chair- 
man of the Section for the new year while 
E. N. Keller, of The Philadelphia Electric 
Co., Philadelphia, was elected vice-chair- 
man. The Nominating Committee report 
which was unanimously adopted, was pre- 
sented by the chairman, D. H. Mitchell, of 
Northern Indiana Public Service Co., Ham- 
mond. 


Local Inspection Tours 

A feature of this year’s convention which 
aroused great interest was the local com- 
pany inspection tours which were arranged 
by a special committee under the chair- 
manship of M. T. Chandler, Consolidated 
Edison Company of New York, Inc. Many 
visiting delegates took advantage of the op- 
portunity to visit offices of the metropoli- 
tan companies and view at first hand the 
accounting practices of those companies. A 
printed guide, prepared by the committee, 
furnished detailed information for the bene- 
fit of the visitors. Companies who cooper- 
ated in the inspection tours were: Brooklyn 
Borough Gas Company, The Brooklyn 
Union Gas Co., Consolidated Edison Com- 
pany of New York, Inc., Kings County 
Lighting Co., New York and Richmond 
Gas Co., Public Service Electric and Gas 
Co., Queens Borough Gas & Electric Co., 
and Westchester Lighting Company. 

Highlight of the meeting was a timely 
and authoritative discussion of ‘‘Account- 
ancy by Edict,” presented by Charles B. 
Couchman, of Barrow, Wade, Guthrie and 
Company, New York. He pointed out that 


the practice of accountancy in this country 
has been substantially affected by various 
forms of edicts such as those of the courts 
and those set forth in statutory law as well 
as the edicts of bodies whose scope of au- 
thority impinges to a greater or lesser de- 
gree upon the field of accountancy, such as 
the Interstate Commerce Commission, Fed- 
eral Power Commission, the Public Service 
Commissions of various states, the Securi- 
ties and Exchange Commission, and edicts 
by professional bodies such as the Ameri- 
can Institute of Accountants. 

Discussing their effect upon the practice 
of accountancy, Mr. Couchman said that the 
newer the subject matter and the less that 
is known regarding its possible develop- 
ments, the greater is the danger that edicts 
in connection with its procedure may tend 
to hinder progress. “The last few dec- 
ades,” he said, “have seen developments in 
business and financial connections far 
greater than the sum total that had pre- 
ceded those decades. Accountancy has been 
compelled to race at break-neck speed to 
keep up with the rapidly growing subject 
matter with which it has had to deal. 


Accounting Edicts 


‘Many treatments of accounting problems 
forced into being by emergencies may not 
have been the best treatments,”” Mr. Couch- 
man continued. “The study of a constantly 
increasing number of cases and the analysis 
of the effects of varying treatments have 
gradually built up today a knowledge from 
which preferred treatments may be dis- 
covered. Such preferential treatments, how- 
ever, should not become the subject matter 
of edicts of such a nature as would prevent 
the later development of a better procedure 
as more and more cases come within the 
scope of study.” 

Mr. Couchman warned against edicts is- 
sued by authorities which no longer live in 


Demonstration of a complete customer accounting system was an interesting innovation 
at the convention 
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the minds of practitioners. “An edict, how- 
ever well intended, must sooner or later 
meet the test of practical experience and 
must live or die by the result of such test,” 
he said. 

The regular session closed with a sum- 
mary of the work of the Property Records 
Committee by the chairman, O. H. Ritenour, 
Washington Gas Light Co., Washington, 
D. C. This committee has rendered a great 
service to the gas industry by preparing a 
book on Property Record Systems which 
was available at the convention and may 
now be obtained from Association Head- 
quarters. It contains twelve detailed out- 
lines of plans for establishing and main- 
taining property records, prepared by the 














Incoming Chairman F. B. Flahive and retiring 
Chairman Ehrmann talk things over at luncheon 
while H. L. Dalbeck reads a convention report 


twelve members of the committee working 
independently. In addition there are also 
included two pertinent papers on property 
records which were presented at the Spring 
Accounting Conference. One of these 
papers was prepared by Stuart F. Kosters 
and the other by John L. Sunday. 


Luncheon Meetings Popular 


The accounting luncheon conferences 
held on Thursday under the direction of 
W. G. Murfit of The Philadelphia Gas 
Works Company, maintained their record 
for being one of the most popular features 
of the entire convention. Departing from 
past procedure, this year’s conferences were 
combination committee sessions and discus- 
sion clinics. The following four confer- 
ences were held: General Accounting— 
Property Records, H. L. Dalbeck, Cam- 
bridge, Mass., discussion leader; Credits 
and Collections, E. A. Driscoll, Newark, 
N. J., discussion leader; Customer Account- 
ing, L. A. Mayo, Hartford, Conn., discus- 
sion leader, and Customer Relations, E. C. 
Wegener, Chicago, Ill., discussion leader. 

Lively discussion in the general account- 
ing group at which 180 were in attendance 
revolved around topics relating to depreci- 
ation, the N.A.R.U.C. classification ‘of ac- 
counts with particular reference to plant ac- 
counts, construction overheads, retirement 
expenses and practices and methods of pre- 
paring annual reports. Included in the dis- 
cussion were the following papers contrib- 
uted by the General Accounting Commit- 
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tee, under the chairmanship of H. C. 
Moore, Jr., New England Gas & Electric 
Association, Cambridge, Mass.: “The Re- 
lationship of Meter Obsolescence to the 
Cost of Replacement Capital” by Melville 
W. Waddington, Toronto, Canada; “The 
Line Between Maintenance and Capital 
Items” by L. Y. Meneely, New York, N. Y.; 
“Overhead Construction Costs” by F. Warren 
Cooper, Newark, N. J., and ‘Methods of 
Accounting for Taxes” by E. I. Bjork, Chi- 
cago, Ill. The latter three papers were 
presented at the Spring Conference. A 
paper entitled “Manuals of Procedure,” pre- 
pared by E. E. Meyer, The Peoples Gas 
Light & Coke Co., Chicago was also dis- 
cussed at this meeting. 


Collection Practices Discussed 


The luncheon conference on credits and 
collections was attended by 102 people. As- 
sisting the discussion leader, Mr. Driscoll, 
of the Public Service Electric and Gas Co., 
Newark, N. J., was Thomas H. Million, 
the Philadelphia Electric Co., Philadelphia. 
Discussion at this session was devoted 
largely to the report on “Collection Notices” 
issued by a subcommittee of the Customer 
Accounting Committee. 

This report is a résumé of the collection 
notice practices and results by thirty-four 
representative companies in the United 
States. The discussion centered largely on 
the reminder type of collection notice and 
the cut-off notice. It was generally agreed 
that the reminder notice was ineffective in 
obtaining results on habitually delinquent 
accounts. 

Following are some of the salient facts 
taken from the report, “Collection Notices,” 
that were also discussed: 


1. The comparatively large number of com- 
panies that are giving no collection treat- 
ment to current one month bills. 

2. The disposition of many companies to 
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A live-wire group of accountants at one of the luncheon conferences. At the table in the fore- 
ground are P. D. Gardner, Newark; F. W. Cooper, Newark; E. D. Bivens, Columbus; G. K. 
Campbell, New York; R. W. Hitchman, Charleston; W. ]. Hightower, Charleston; F. B. Flabive, 
New York; H. A. Ehrmann, New York, and H. L. Dalbeck, Cambridge 


abandon the reminder type of collection 

notice altogether. 

3. The uses of and the various types of 
sticker collection notices in use. 

4, The establishment of minimum amounts 
to be due before various collection no- 
tices are issued on any account regardless 
of the period of service involved or the 
credit rating of the customer. 

5. The disposition of some companies with 
discount or penalty features in their rate 
structures to give customers thirty days 
time for the settlement of each bill 
which is not paid within the discount 
period. 

6. The uses and various types of miscel- 
laneous collection notices left by repre- 
sentatives on the premises of customers 
who are not at home when the repre- 
sentatives call. 

7. The deposit policies of the various com- 

panies and the consideration that is be- 

ing given customers’ deposits before cut- 
off notices are issued or executed for 
non-payment of account. 


Customer Accounting Problems 


With an attendance of 150 delegates, the 
customer accounting conference brought out 
a variety of useful information. Mr. Mayo, 
the discussion leader, was assisted by R. B. 
Milne, of New York, in conducting the 
meeting. The first part of this session was 
devoted to a discussion of reports of two 
subcommittees of the Customer Accounting 
Committee, which is headed by Herbert E. 
Cliff, of Newark, N. J. The reports dis- 
cussed were “Continuous Transfer of Meter 
Reading Route Sheets” by G. W. Fuchs, 
chairman, and “Cycle Control Balance Sys- 
tems” by H. T. Kennedy, chairman. The 
latter report describes in detail the routines 
of four different companies in the main- 
tenance of their customer service accounts. 

R. B. Milne, Columbia Engineering Corp., 

(Continued on page 415) 
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Blueprint for Greater Gas Sales in 1940 
Mapped Out at Convention 


AS service in the home is being sold 

with a better, more dramatic, more 
effective sales technique than ever before 
in the history of the gas industry. This 
fact was forcibly demonstrated at the 
meetings of the Commercial Section dur- 
ing the annual convention of the Ameri- 
can Gas Asssociation in New York, Oc- 
tober 9-12 when more than 800 sales man- 
agers and other sales-minded people took 
part in a streamlined program. 

The program headliners pointed to the 
CP gas range, the new and improved gas 
refrigerators, water heaters and house 
heating and air conditioning equipment 
as the implements which, with an en- 





















Discussing plans for the 1940 gas refrig- 
eration campaign are, left to right, Louis 
Ruthenburg, president, Servel, Inc.; Wal- 
ter C. Beckjord, new A.G.A. president; 
Davis M. DeBard, incoming Commercial 
Section Chairman, and Bernard T. Franck, 
chairman of the Refrigeration Committee 


lightened national sales policy, assure the 
continued expansion of gas sales. Special 
emphasis was placed on the new home 
market and the significant domination of 
gas in this vital field during the past 
year. In short, the meetings provided a 
blueprint for greater sales in 1940 as well 
as inspiration and encouragement to those 
in attendance. 

Davis M. DeBard, vice-president, Stone 
& Webster Service Corp., New York, was 
elected chairman of the Commercial Section 
for the term 1939-1940. R. J. Rutherford, 
vice-president, Worcester Gas Light Co., 
Worcester, Mass., was named vice-chairman. 

F. X. Mettenet, vice-president, The 
Peoples Gas Light & Coke Co., Chicago, 
and chairman of the Section, opened the 


meeting with an encouraging analysis of 
the gas range market. With the aid of 
charts, Mr. Mettenet went behind the fig- 
ures on gas range sales as compared with 
electric sales to prove that gas actually en- 
joys a much more favorable ratio to elec- 
tric range sales than is generally believed. 
He pointed out that a large proportion 
of electric ranges are sold where there is 
no gas available. Therefore, he said, in 
areas of actual competition covered by his 
survey, gas instead of enjoying a ratio of 
4 to 1, as indicated by the over-all figures, 
actually enjoys a ratio of 14.7 to 1. He 
strongly urged those in the gas industry 
to analyze their own markets, get the real 
facts, and use them instead of superficial 
figures which encourage competition. 


Fair Facts and Future 

Participation of the gas industry in the 
New York World’s Fair and its projec- 
tion into the future were the subject of a 
stimulating address by Hugh H. Cuthrell, 
vice-president, The Brooklyn Union Gas 
Co., and president, Gas Exhibits, Inc., en- 
titled “What of Tomorrow.” Aside from 
actual gas sold, Mr. Cuthrell pointed out, 
“the publicity resulting from the gas in- 
dustry’s participation has penetrated into 
every section of the nation, has reached 
every category of American life and repre- 
sents a greater volume of favorable pro- 
motion than had ever previously been re- 
ceived by gas. 

“Against this background of extensive 
favorable publicity,’ he continued, “there 
is the more tangible result of the reaction 
of Fair officials, business and industrial 
leaders, engineers and consultants who in- 
fluence the choice of fuels. Each of these 
groups has been favorably impressed with 
the performance of gas fuel in a variety 
of tasks and often under adverse condi- 
tions. They have been unanimous in their 
opinion of the value of automatic gas 
service in the World of Tomorrow.” 

But, Mr. Cuthrell warned, the industry 
cannot afford to rest on its achievement 
in dominating the fuel situation at the 
World's Fair but must follow up this ad- 
vantage of the present favorable reaction 
of the public toward gas by adopting a 
clear-out national sales promotional plan. 
“It is essential,” he said, “under today’s 
economic conditions for us to think and 
act as a united industry. It is necessary 
for all of our units to cooperate in the 
effort to carry on promotion, research 
and advertising on a national scale so that 
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Chairman F. X. Mettenet and Mrs. John 

Powers, who, as Susy Cue, is known as 

the best informed person in New York. 

She was a featured speaker at the Home 
Service Breakfast 


we can meet competitors in the battle for 
public interest and support.” 

An interesting result of the World's 
Fair, Mr. Cuthrell said, was the added im- 
petus given to the movement to protect 
public health through legislation and 
strict enforcement of the requirement of 
many cities that 180 degree water be used 
for sterilizing glasses and dishes. ‘Wher- 
ever this movement enters in this nation,” 
Mr. Cuthrell pointed out, “there is a real 
field for added business because gas has 
proven at the Fair to be the dependable 
fuel for providing water sufficiently hot 
for sterilization regardless of attending 
conditions.” 


New Home Symposium 


An important part of the first session's 
program was devoted to a valuable sym- 
posium on gas in new homes. Opening 
the forum, J. P. Leinroth, Public Service 
Electric and Gas Co., Newark, N. J., 
called attention to the definite trend to 
low-priced housing. In spite of this trend, 
he ‘said, a relatively large amount of 
money is being spent on fitting up kitch- 
ens and bathrooms, and automatic heat is 
usually standard. 

This combination of a small insulated 
home, with automatic heat and emphasis 
on kitchens and bathrooms, Mr. Leinroth 
said, “is a set-up made to order for the 
gas industry.” 
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Gas heating, according to Mr. Leinroth, 
can well be made the spearhead of our at- 
tack. “For if gas heating is installed gas 
for water heating naturally follows, gas 
for cooking is practically assured and our 
chances of getting the refrigeration load 
are much enhanced.” 

Following Mr. Leinroth, H. Vinton Pot- 
ter, Oklahoma Natural Gas Co., Tulsa, de- 
scribed housing conditions in Oklahoma, 
with particular reference to the architect and 
speculative builder. Rapid growth in the 
southwest area has placed a premium upon 
homes, Mr. Potter said, pointing out that 
this situation has resulted in many homes 
being built for speculation. 

“Naturally, these homes are built to 
sell at a profit” he said, “and because of 
this, architects and builders are inclined 
to lay emphasis upon their own pet ideas 
rather than to consider the necessity for 
adequate house heating and water heating 
—which unfortunately are not as con- 
spicuous as are beautiful wall papers and 
trick gadgets.” 


Architects’ and Builders’ Program 


To remedy this situation, Mr. Potter 
said, his company adopted a three-fold 
program of first, sending out a series of 
letters to all architects and builders and 
prospective home owners—trying to make 
them realize that “first things come first” 
and that a house is a home only when it 
is provided with the things that will give 
continued comfort; second, assigning 
sales managers the job of contacting 
builders and architects to offer them the 
services of the company and relieve them 
of the responsibility of heating layouts; 
and finally, of giving employees bonuses 
for finding new customers for the com- 
pany. In addition, a number of demon- 
stration homes were sponsored so that 
more and more people could see what 
modern uses of gas would do for them in 
their new homes. While the program has 
been productive, it is still in process of 
being perfected, Mr. Potter said. 

The third speaker in the housing sym- 
posium, F. M. Banks, vice-president, the 
Southern California Gas Co., Los Angeles, 
emphasized the fact that not only must 
hard cold facts of cost, convenience, etc., 
be reckoned with but also “vogue.” Gas 
and gas appliances must be styled as well 


These alert conventioneers didn't miss a thing. Left to right are F. W. Williams, New York; R. S. Agee, New York; A. ]. Maloney, Washington; 
J. P. Leinroth, Newark; A. M. Apmann, Derby; C. W. Gale, Knoxville; J. W. West, Jr, New York; E. V. Bowyer, Roanoke; Hall M. Henry, 
New York, and Art E. Ward, New York 
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as any other thing the public wants, he 
asserted. “One reason why following new 
construction is so important is that new 
homes are setting standards for millions 
of our present customers and,” he ad- 
monished, “we must see to it that they 
are standards acceptable to us.” 

Following these general remarks, Mr. 
Banks outlined the program followed 
with good effect by his company which 
distributes natural gas in southern Calli- 
fornia. Mr. Banks’ address as well as the 
other papers presented in this symposium 
will be reproduced in full in the December 
issue of the MONTHLY. 


Vast Air-Conditioning Market 


A maximum gain of $220,000,000 in net 
revenue of the entire gas industry, or an 
increase of 55%, might be expected from 
complete saturation of the summer air 
conditioning market, A. W. Lundstrum, 
Ebasco Services, Inc., New York, subsid- 
iary of the Electric Bond & Share Co., 
New York, stated in an authoritative 
analysis of that load. 

For the natural gas utilities, Mr. Lund- 
strum estimated that complete saturation 
of the summer air conditioning market 
would increase net revenues by $110,000,- 
000 or 50% over present net. Under such 
conditions, he said, $110,000,000 also 
would be added to manufactured gas util- 
ities net revenues, or a gain of 60% over 
present revenues. 

Mr. Lundstrum based his estimates 
upon the belief that with the improve- 
ments which have been made during the 
past few months in gas-fired air condi- 
tioning equipment the industry may antic- 
ipate having available in the near future 
a number of different types of good equip- 
ment to use in the development of its 
summer load. He said that the expecta- 
tions of profit to both utilities and manu- 
facturers in this line are tremendous and 
that the rewards thus offered should stir 
the industry to make intensive efforts to 
develop this load as fully worthwhile. 

“No matter how much summer air con- 
ditioning we would sell,”” Mr. Lundstrum 
explained, “it would always be off peak 
and, therefore, any revenue obtained from 
this load in excess of bare incremental 
cost of gas will appear almost entirely as 





net revenue to the utility company.” He 
said that any rate ultimately decided upon 
from competitive or other factors, would 
yield a profit over incremental cost. 

E. F. Jeffe, vice-president, Consolidated 
Edison Company of New York, Inc., in 
a forthright address which concluded the 
first session, warned the industry that 
prices of gas appliances must be brought 
down to levels where customers can buy 
them if there is to be real recovery in the 
gas industry. He conceded that the Cer- 
tified Performance range program has 
provided a new stimulus to gas cookery 
but said that the benefits would be more 
fully realized “when we make the CP 
ranges available to the mass market with 
prices and terms that are attractive and 
promotional.” 

Mr. Jeffe congratulated those respon- 
sible for the development and the manu- 
facturing of gas appliances and urged the 
utilities to support such manufacturers 
with proper promotional plans and pro- 
grams, placing particular emphasis on 
the need for increased volume of sales. 

The final session of the Commercial 
Section opened following a “get-together” 
luncheon, similar to one preceding the 
first meeting, with Davis M. DeBard, 
newly elected chairman, presiding. 


Low-Use Customer Profitable 


In the initial paper by Hudson W. 
Reed, executive vice-president, The Phila- 
delphia Gas Works Co., which was read 
by H. S. Christman, sales manager of the 
same company, the gas industry was 
urged to devote more attention to non- 
users of gas and low-use customers, both 
of whom have been found profitable and 
worthy of further penetration. 

These marginal markets are deserving 
of attention and will well repay the effort 
put forth to retain them, he said. In a 
recent survey made in Philadelphia it was 
found that about one out of five non-users 
of gas owed the company an old bill, 
which was the principal reason for dis- 
continuance. In studying the reasons for 
low-income customers using small 
amounts of gas, the survey revealed that 
the principal reason for this low use was 
the lack of gas-using appliances. The 
solution to this problem, Mr. Reed's pa- 











per pointed out, was special financing 
plans enabling the purchase of gas appli- 
ances on attractive terms. 

A searching analysis of both manufac- 
turer and utility problems in the gas re- 
frigeration field was presented by R. J. 
Rutherford, of Worcester, chairman of 
the Refrigeration Committee, based on a 
letter survey of the committee members 
and the manufacturer. The most impor- 
tant problem of manufacturer help to 
utilities, the survey indicated, is the re- 
placement market and corollary problem 
of trade-ins. It was also brought out that 
refrigerator selling should be treated as a 
year-around activity with one major cam- 
paign rather than six or seven campaigns 
throughout the year. 

The problem of gas rates for refrigera- 
tion received attention in the report, Mr. 
Rutherford said, pointing out that many 
utilities treat refrigeration in the same 
category as ranges, that is as a base load. 
“Our competition,” he stated, “views re- 
frigeration almost universally as an incre- 
ment load, as it really is, and offers in- 
ducement rates for this service.” Much 
could be learned, he said, as to the value 
and profit of the gas refrigerator load 
from those companies having inducement 
rates for refrigeration. 


Water Heating Sales Approaches 

B. A. Seiple, vice-president, Jersey Cen- 
tral Power & Light Co., Asbury Park, 
N. J., in an able discussion of gas water 
heating, said that varying rates have in 
the past created exaggerated ideas of the 
cost of gas automatic hot water service in 
the minds of our customers. We must 
overcome this “cost complex,” he as- 
serted, if we are to sell in the proportion 
that the character of our service warrants. 

Mr. Seiple said that there are many ap- 
proaches to the customer to prove low 
cost, such as the rental purchase plan, a 
nickle down and a nickle a day plan, and 
60-day trial plan such as is used by his 
company. “Contrary to general belief, we 
know that the trial plan, properly super- 
vised and executed, is insurance against 
reverts and not conducive to them,” he 
said. “We follow a policy of carefully 
investigating and credit checking all trial 
installations, then wait the full period of 
the trial before attempting to close the 
sale. In this way, the customer has a full 
opportunity to acquaint himself with the 
service and at the same time receive a bill 
for one full month of service. 

“After the period of trial is passed,” 
Mr. Seiple continued, “and they have 
accepted the heater for purchase on our reg- 
ular terms, we know that the only occa- 
sion for a revert from that customer oc- 
curs if they move away or otherwise are 
unable to meet their obligations, but cer- 
tainly not because of dissatisfaction with 
either the cost of the service or the service 
itself.” Highlight of Mr. Seiple’s presenta- 
tion was a dramatic, visual demonstration 
of hot water service with a huge spigot and 
thermometer in the center of the stage. 

The importance of home service as a 


mirror of customer opinion was stressed 
in a timely, attention-compelling talk by 
Gladys B. Price, Southern California Gas 
Co., Los Angeles, and chairman of the 
Home Service Committee of the Associa- 
tion. “Strange as it may seem,” she said, 
“the gas industry has for the past fifteen 
or twenty years had a mirror of customer 
opinion which is infallible, one which 
truly reflects the thinking of our feminine 
customers.” 





A stream of ice cubes instead of hot water 

drives home a point for B. A. Seiple whose 

water heating demonstration and address 

were a highlight of the Commercial Sec- 
tion meeting 


“This mirror of customer opinion, says 
that, as an industry, we must modernize 
our selling efforts to appeal to the mod- 
ernized buyer. Let's wake up to the fact 
that a gas range must be interpreted to 
the customer as something that is indis- 
pensible to her job as a homemaker, 
something that gives her convenience, 
beauty, health and economy,” she said. 

Calling attention to the ever-increasing 
consumer movement, Miss Price said that, 
in the mirror of customer opinion, home 
service has always been, and will always 
be, the Consumer Education Department 
of the gas industry. “As home service 
sees the customer, she wants facts, figures 
and truth, dressed up to appeal to her 
and fit her needs. This, in brief, should 
be the creed of consumer education.” 

In conclusion, Miss Price urged the gas 
industry “to look upon your own service 
department as the mirror of customer 
opinion, to consult it for sales trends, as 
a check on service being rendered custom- 
ers, and finally, as the Good-Will De- 
partment, the one department in the 
whole organization who can talk to your 
customer about her job, that of home- 
making, which of necessity must include 
cooking, and refrigerating appliances, as 
well as heating and water heating. A nat- 
ural for and industry that possesses such a 
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reliable mirror, the courage to look into 
it and the ability to evaluate what it 
sees.” 

Helen Smith, Rochester Gas & Electric 
Corp., Rochester, N. Y. in an address, en- 
titled “Statistically Speaking,” presented 
the results of an important customer sur- 
vey on cooking trends conducted at the 
request of the Domestic Range Committee 
to assist in determining future sales poli- 
cies in the promotion of the Certified Per- 
formance gas range. The survey indicated 
that 40 per cent had heard of the CP 
range and that approximately 30 per cent 
were familiar with its improvements. 

The most popular feature of the CP 
range, as revealed by the survey, is auto- 
matic lighting which won 50 per cent 
of the votes from those expressing an 
opinion. Next in order of popularity 
came appearance, oven regulators, ease of 
cleaning, insulation and simmer burners. 

Miss Smith advocated more emphasis 
and selling on broiling. Many women do 
not use their broilers, she said, pointing 
out that the main reason was because they 
did not know how, thus presenting a 
problem of education on this important 
feature of the modern gas range. 


CP Range Ambassador 


Introduced as the ambassador of the CP 
range program who had traveled more 
than 25,000 miles and addressed more than 
100 meetings during the past year, Robert 
S. Agee, sales promotion manager, Asso- 
ciation of Gas Appliance and Equipment 
Manufacturers, made a dramatic and stir- 
ring appeal to the industry to stop selling 
price and concentrate on the performance 
and savings features of CP ranges. 

“If you want to cheapen this program, 
start promoting CP gas ranges on a basis 
of price instead of performance,” Mr. 
Agee said. “There is an old axiom in 
merchandising that the product is remem- 
bered long after the price is forgotten. 
Why can’t we make than an integral part 
of every merchandising scheme? Why 
don’t we realize that ranges promoted on 
the basis of price are doing nothing to 
build greater appreciation for the per- 
formance of our equipment?” 

Mr. Agee urged the industry to stop 
stressing the 22 mechanical evaluations of 
the CP range, pointing out that the cus- 
tomer is only interested how it saves 
time, fuel and food. “There are 22 speci- 
fications, it is true, but let’s remember 
what the customer wants is greater con- 
venience, greater cleanliness, better re- 
sults and greater economy. No customer 
wants another quart of B.t.u.’s,” he said. 
Of the 22 specifications, he pointed out, six 
are convenience features, six are food-saving 
features and the rest are performance fea- 
tures, thus providing splendid material for 
advertising the time-saving, food-saving and 
fuel-saving elements of this product. 

Success of the CP program is assured, 
Mr. Agee said, pointing to the fact that 
25 of the nation’s leading manufacturers, 


(Continued on page 415) 
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Commercial Section Geared for Full Speed in 1940 


S a result of the early appointment 

of the chairmen of the Commercial 
Section Committees far in advance of the 
convention, and with the membership of 
five important committees entirely com- 
pleted, and the selection of the other com- 
mittees proceeding apace, the Commer- 
cial Section is off to a flying start for the 
year 1940. 

Dominated by a spirit of interest and 
enthusiasm, the two Commercial Section 
afternoon sessions at the convention on 
October 10 and 11 were very successful 
with attendance figures reaching a new 
high. 

With the formation of several new 
committees and the careful selection of 
committee chairmen and membership, the 
Commercial Section is looking forward 
to one of its most successful years. 


New Committee Leaders 


The chairmen of the Commercial Sec- 
tion Committees are as follows: 


Advertising, Display & Merchandise Com- 
mittee—H. Carl Wolf, Chairman, At- 
lanta Gas Light Co., Atlanta, Ga. 

Appliance Financing Committee—R. B. 
Small, Chairman, Stone & Webster 
Service Corp., New York, N. Y. 

Appliance Servicing Committee—W. T. 
Shinholser, Chairman, Ohio Fuel Gas 
Co., Columbus, Ohio. 

Community Development Committee— 
H. C. Thuerk, Chairman, Utility Man- 
agement Corp., New York, N. Y. 

Domestic Range Committee—George L. 
Scofield, Chairman, Republic Light, 
Heat and Power Co., Buffalo, N. Y. 


By Davis M. DEBARD 


Chairman, Commercial Section 


Stone & Webster Service Corp., 
New York, N. Y. 


Home Service Committee—Eliza Stephen- 
son, Chairman, Jersey Central Power & 
Light Co., Allenhurst, N. J. 

House Heating & Air Conditioning Com- 
mittee—J. G. Tooker, Chairman, The 
Gas Service Co., Wichita, Kansas. 

Housing and Realty Projects Committee 
—NMarcy L. Sperry, Chairman, Wash- 
ington Gas Light Co., Washington, 
aC. 

Committee on Improving Domestic Gas Ap- 
pliances—N. T. Sellman, Chairman, Con- 
solidated Edison Company of New 
York, New York, N. Y. 

Nominating Committee—F. X. Mettenet, 
Chairman, The Peoples Gas Light & 
Coke Co., Chicago, IIl. 

Refrigeration Committee—B. T. Franck, 
Chairman, Milwaukee Gas Light Co., 
Milwaukee, Wis. 

Water Heating Committee—W. L. Hutche- 
son, Chairman, Manufacturers Light & 
Heat Co., Pittsburgh, Pa. 

Window and Store Display Committee— 
H. Vinton Potter, Chairman, Oklahoma 
Natural Gas Co., Tulsa, Okla. 


On Monday, October 9, an enthusiastic 
meeting of the incoming Commercial Sec- 
tion committee chairmen was held, pre- 
sided over by Davis M. DeBard, the 
incoming chairman of the Commercial Sec- 
tion, at which time the activities and plans 
for the coming year were thoroughly dis- 





Above—Committee chairmen of the Com- 
mercial Section at a meeting, October 9. 
Left to right, around the table: H. V. Potter, 
J. W. West, Jr., F. W. Williams, Mrs. Eliza 
Stephenson, D. M. DeBard, chairman of 
Section, H. C. Thuerk, R. B. Small, W. L. 
Hutcheson, G. L. Scofield, ]. G. Tooker 


Right—Meeting of Domestic Range Committee, 
October 12. Left to right, seated around the 
table: J. W. Lea, W. E. Bolte, C. W. Berg- 
horn, J]. W. West, Jr., J. J. MacKearin, Mal- 
colm Leach, R. C. Anderson, F. ]. Hoenigman, 
G. Hammer, G. Scofield, chairman, R. S. Agee, 
F. M. Houston, Alan Tappan, L. C. Ginn, F. C. 
Armbruster, $. D. Whiteman, A. F. Rice, and 
D. M. DeBard, chairman, Commercial Section 
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cussed. Each committee chairman presented 
a complete report regarding the tentative 
plans of the committee. Mr. DeBard ex- 
pressed his appreciation to the chairmen 
for their cooperation and complimented 
them on the splendid programs outlined. 
Mr. DeBard stressed his willingness and 
desire to closely cooperate with all of the 
committees and urged that they call upon 
him for such cooperation at any time. 

The Refrigeration Committee under the 
direction of the chairman, Bernard T. 
Franck, of the Milwaukee Gas Light Com- 
pany, met on October 11 to discuss the 
program for 1940. In addition to Mr. 
Franck, the members of the committee are 
as follows: Louis Ruthenburg (Vice-Chair- 
man), Evansville, Ind.; R. J. Rutherford 
(Consulting Chairman), Worcester, Mass. ; 
George Schlatter, St. Louis, Mo.; H. C. 
Porter, Kansas City, Mo.; H. W. Edmunds, 
Santa Cruz, Calif.; H. R. Cloud, Washing- 
ton, D. C.; H. D. Valentine, Chicago, IIl.; 
W. Stanley Redpath, Pittsburgh, Pa.; H. S. 
Christman, Philadelphia, Pa.; E. E. Lin- 
burg, Easton, Pa.; H. R. Carlson, Hart- 
ford, Conn.; J. A. Samuels, New York, 
N. Y.; H. V. Potter, Tulsa, Okla.; W. C. 
Wolff, Brooklyn, N. Y.; C. K. Patton, 
Dallas, Texas; J. L. Johnson, Providence, 
R. I. and C. S. Stackpole, Baltimore, Md. 

The initial meeting of the Domestic 
Range Committee was held on Thursday, 
October 12, attended by all members of 
the committee to discuss the important new 
developments in the Certified Performance 
range program for the coming year. This 
meeting was particularly enthusiastic and 
indicates that even greater progress in 
the CP Range Program may be expected 
during 1940. 

A meeting of the Community Develop- 
ment Committee was held on Thursday 
afternoon under the direction of H. C. 
Thuerk, chairman. Plans were made for 
the formation of the final committee and 
the outlining of the program to be sub- 
mitted to the Regional Gas Associations 
for approval. 
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Fast-Moving Program at Home Service 





Breakfast Is Convention Hit 


F the proverbial early bird gets the 

worm, those who attended the annual 
home service breakfast at the American 
Gas Association convention in New York 
City, Wednesday morning, October 11, 
should profit mightily for their diligence 
and foresight in attending this popular 
affair. More than 300 home service lead- 
ers, sales managers, company executives 
and editors, were up at the crack of 
dawn, or at least in time to attend the 
8:30 A.M. breakfast. This record-break- 
ing crowd was rewarded with a lively, 
fast moving program of home service 
topics. 

Gladys Price, chairman of the Home 
Service Committee and home service direc- 
tor of the Southern California Gas Co., 
Los Angeles, presided most efficiently at 








By Jessie MCQUEEN 
Home Service Counsellor 


She found out that it was her business 
not to disappoint anyone who came to 
consult her. She also discovered that in 
service work, at least half the job de- 
pends, “upon your own sincere desire to 
give your best. There are certain ways 
to make the customer feel your sincerity. 
You all know that you like people that 
are interested in you, and so I try to make 
each customer aware of my interest in her 
particular problem.” 

“What we all want, of course, is a 
really satisfied customer,” she said. “And 
I suppose that in service work it is harder 
to satisfy a customer than in any other 


Important cogs in the home service wheel 

are the ladies pictured here. They are Mrs. 

Eliza Stephenson, newly appointed com- 

mittee chairman; Gladys B. Price, retiring 

chairman; Jessie McQueen, home service 

counsellor, and Jane Wagner, of Servel, 
Inc., New York 
















Maintaining its popularity, the home service breakfast broke another attendance record at the convention 


the meeting. Miss Price introduced three 
Association executives who presented 
greetings and commented favorably on 
home service work. Those who spoke 
were: Conrad N. Lauer, president; Alex- 
ander Forward, managing director; and 
F. X. Mettenet, chairman of the Commer- 
cial Section. 

Susy Cue, who is in charge of the Way- 
fairers’ Department in John Wanamak- 
er’s, New York, cooperating with Cue 
Magazine, and who was the final winner 
in a contest for the best informed person 
on New York, spoke on “Humanizing 
Public Relations.” Miss Cue, who in 
private life is Mrs. John Powers, empha- 
sized that anyone in contact work must 
live up to the reputation created for her. 


field. But it is more interesting too, be- 
cause of the personal equation that is al- 
ways present and always different. Your 
job will be easier and more fun when you 
have enthusiasm for it and sympathy with 
your customer. It will be more profitable 
for your company, which, of course, is an- 
other way of saying you will build your 
own success in business faster.” 

Miss Price pointed out the correlation 
between the type of work done by Susy 
Cue and that done by home service. She 
brought out the growing importance of 
good telephone work in home service, 
judged by the greatly increased number 
of calls going into home service depart- 
ments. Miss Price continued, “We are ex- 
pected to be the Susy Cues of our own 
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gas company, wherever it may be, over 
the United States. It is just as important 
that the woman gets the right answer 
from the gas company as it is in this work 
in New York City. I hope this gives you 
an insight into the importance of the per- 
sonal contact which home service has 
with our women throughout the country.” 

Introductions of “Personalities in the 
News” was a new feature of the home 
service breakfast program. Most home 
service girls, in order to keep up to date 
on new things in homemaking, have be- 
come acquainted with many of the na- 
tionally known women through the 
printed page. Because New York is the 
headquarters for many of these writers, it 
was the privilege at this breakfast to in- 
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troduce 35 of these women,—representing 
women’s magazines, newspapers and food 
and equipment companies. Ruth Soule of 
The Brooklyn Union Gas Company, who 
has been assistant chairman of the Home 
Service Committee, introduced these peo- 
ple, each of whom stood and acknowl- 
edged the introduction. 

Three home service directors presented 
two-minute talks on recent developments 
in home service activities. June Meyer 
of the Metropolitan Edison Company, 
Easton, Pa., discussed ‘Getting on to the 
Job—Training Courses.” Miss Meyer has 
been a member of the committee which 
worked up a training course for home 
service, copies of which were made avail- 
able to everyone attending the breakfast. 
She pointed out how the training course 
given in the Metropolitan Edison Com- 
pany had been used to train five people 
with no previous home service training 
to carry on a program for “increasing the 
load.” 


Results of Promotional Calls 


“A ten months’ study of customers with 
unchanged living status and where no 
new appliances have been installed shows 
an increase of 139.8 cu.ft. per customer 
per month” Miss Meyer said. ‘A recapit- 
ulation of these results on a yearly basis 
shows approximately 10,000,000 cu-ft., or 
$14,000 gross revenue income to the com- 
pany at a gross cost of only .507¢ per dol- 
lar. 

“These figures,’ said Miss Meyer, “be- 
come interesting when we study the aver- 
age group of customers upon whom no 
promotional calls have been made. Of 
this latter group studied, we found an av- 
erage monthly decrease in gas consump- 
tion of 63.1 cu.ft. per customer.” 

Mrs. Lillian Dunbar, of the Brockton 
Gas Light Company, and chairman of the 
home service group in the New England 
Gas Association, in a talk entitled “Tests 
and Trials Give Us Our Facts in New 
England,” described some of the specific 
tests and results carried on in different 
companies. As requested by the chairman 
of the Commercial Section of that associa- 
tion, they are having complete reports of 
work done in the different companies sent 
to all sales managers in New England for 
study and use among the companies. 

Mrs. Eliza Stephenson of the Jersey 
Central Power and Light Company at As- 
bury Park discussed the subject, “Stand- 
ardized Answers in Employee Classes,” 
Mrs. Stephenson described in detail, how 
classes on the CP range could be given to 
salesmen, and pointed out that her ex- 
perience has been that small groups of 
employees spending four or five hours in 
discussion, cooking and eating the food 
made, have given the salesmen more con- 
fidence. 
through presentations, demonstrations and 
comparative cooking results, our salesmen 
have standardized answers.” 

Home service was given an interna- 
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She said, “We are convinced,. 


tional touch in the presentation at the 
breakfast of Miss Anne Tonset, who is 
one-of the four home economists who op- 
erate the Snack Bar at the Norwegian 
Pavilion at the New York World's Fair. 
Miss Tonseth is home service director at 
the Bergen Gas Works in Bergen, Nor- 
way. The group was very much interested 
to hear how home service work was done 
abroad. She pointed out that in Bergen 
they carry some American gas ranges, and 
that home service work is carried on very 
similarly to the work in this country, with 
calls in the homes of customers, but that 
they have particular reference to demon- 
stration activities. 


Hostess Committee 

Greatly assisting in the operation of 
the some service breakfast was a commit- 
tee of 17, including 6 past chairmen of 
the Home Service Committee. These past 
chairmen were especially assigned to act 
as hostesses at the tables for the special 
guests. They were Ruth Soule of The 
Brooklyn Union Gas Company; Hulda 
Ungericht, The Ohio Fuel Gas Company; 
Karen Fladoes, The Peoples Gas Light & 
Coke Company; Marjorie Wardman, 
Long Island Lighting Company; Beatrice 
Cole Wagner, The Philadelphia Gas 
Works Company; and Mildred Clark, 
Oklahoma Natural Gas Company. 

Other hostesses included Jane Roberts, 
Roberts & Mander Stove Co.; Jane Tif- 
fany Wagner, Servel, Inc.; Sally Am- 
brose, Consolidated Edison Co. of New 





Committee Chairmen 
Are Honored 


F. X. Mettenet, retiring chairman. of the 
Commercial Section, presents watches to 
Frank M. Houston, of the Rochester Gas 
& Electric Corp., chairman of the Domestic 
Range Committee, and George T. Light, 
representing John. W. Clark, Jr., Stam- 
ford Gas & Electric Co., chairman of the 
Water Heating Committee, in recognition 
of their outstanding committee work dur- 
ing the past two years. Mr. Houston was 
spearhead of the CP range drive while Mr. 
Clark directed the national water beating 
campaign. The presentations were made at 
the Commercial Section luncheon, October 
11, during the A.G.A. convention in 
New York. 
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W. L. Hutcheson, of Pittsburgh, chairman 

of the Water Heating Committee (second 

from left), photographed with Arnold E. 

Petersen, New York, H. L. Crawford, J. E. 

Cardwell, and E. A. Reinhardt, all of 
Cleveland 


York, Inc.; Elsa Steinberger, The Brooklyn 
Union Gas Company; Helen Reilly, 
Catherine Cahalan and Florence Wren, 
Public Service Electric and Gas Co. of 
New Jersey; Mrs. Mary Hall, Elizabeth- 
town Consolidated Gas Co.; Mary Evans, 
Scranton (Pa.) Gas Co.; Mrs. Anne Sut- 
ter, Equitable Gas Co., Pittsburgh, Pa.; 
Ruth Sheldon, Washington (D. C.) Gas 
Light Co. 

The hostesses were well identified in 
their introductions, by huge ‘mums which 
were presented to them by the Surface 
Combustion Corp., through Ralph Towne, 
sales promotion manager. 


Mrs. Stephenson Heads 
Home Service 


RS. ELIZA M. STEPHENSON, home 

service director of the Jersey Central 
Power & Light Co., Asbury Park, N. J., 
and author of news features on cooking 
and other household subjects, has been ap- 
pointed chairman of the Home Service 
Committee of the American Gas Associa- 
tion for the ensuing year. Mrs. Stephen- 
son succeeds Gladys M. Price of the South- 
ern California Gas Co. 

Mrs. Stephenson was formerly home 
service chairman of the New Jersey Gas 
Association and has had long experience 
in home economics, having taught the sub- 
ject in Pennsylvania. 

At present her activities bring her into 
contact with thousands of women each year. 
She is author of the home service features 
"Home on the Range” and “Your Home 
and Mine,”’ which appear regularly in 65 
New Jersey newspapers. 

Under the sponsorship of the New Jer- 
sey Gas Association, Mrs. Stephenson or- 
ganized the first state-wide conference for 
home service representatives in New Jersey. 
She has successfully developed many new 
and unique methods of home service ap- 
proach to merchandising. 
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Industrial Gas Sessions at Convention Produce 
Concrete, Useful Suggestions 


T was Charles G. Young, manager, 

Springfield Gas Light Company, Spring- 
field, Mass., addressing the industrial gas 
luncheon, October 10, during the A.G. A. 
Convention in New York City who set the 
theme of the two-day meeting by admonish- 
ing the industry through the 175 represent- 
atives present, that “For years the domestic 
part of our business has received the spot- 

























The new leader of the Industrial Gas Sec- 

tion, Franklin T. Rainey, has the floor. He 

is flanked by Eugene D. Milener, secretary, 

and Frank H. Trembly, Jr., retiring chair- 
man 


light of our attention, but the time is here 
when attention should be directed to the 
non-residential use of gas—the industrial 
and commercial load—which has enjoyed 
such amazing development in the past ten 
years.” 

In analyzing the cooperative steps which 
should be taken by industrial gas sales 
departments and management as industry 
and business step-up to imminent higher 
levels of activity, Mr. Young advised, “The 
market for new equipment will be greater 
than ever and progress in manufacturing 
methods, together with promotion of new 
industries, will present opportunities for 
new applications of our fuel. It is entirely 
possible that loads which heretofore have 
been considered unattainable for economic 
reasons may develop surprising volume. 
Some of the development work may pos- 
sibly require studies involving considerable 
expense. If the need arises, management 
should cooperate in sharing a reasonable 
proportion of this cost.” 


By Harry W. SMITH, JR. 


American Gas Association 


Speaking of oil, electric and other com- 
petition for industrial loads, he continued, 
“It is apparent that if we are to meet this 
competition, management must obtain from 
you industrial representatives a clear picture 
of the situation, and depend 
on information you supply 
in determining policies, rates, 
permanency of possible new 
loads, and methods of proce- 
dure.” 

Mr. Young's encouraging 
conclusion was, “Your prob- 
lems at this point become 


The speakers’ table at the industrial gas 

luncheon, left to right are Hale A. Clark, 

Detroit, past chairman; Franklin T. Rainey, 

Columbus; Charles G. Young, Springfield ; 

Chairman Trembly; and P. Schereschewsky, 
Paris 


those of management, perhaps too long and 
too far removed from industrial fuel prob- 
lems in the effort to develop the domestic 
PE In short, you are more than 
ever justified in expecting closer coopera- 
tion and backing from management in the 
forthcoming period of expansion.” 

The luncheon was presided over by 
Frank H. Trembly, Jr., chairman of the 
Industrial Gas Section; and among those 
seated at the speaker's table were past- 
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chairmen of the Section, Henry O. Loebell, 
New York; Charles C. Krausse, Baltimore; 
J. P. Leinroth, Newark; D. W. Chapman, 
Chicago; F. B. Jones, Pittsburgh; J. F. 
Quinn, Brooklyn; Charles W. Gale, Knox- 
ville; Ralph L. Manier, Syracuse, and Hale 
A. Clark, Detroit, all of whom were intro- 
duced. Also, Monsieur Philippe Schere- 
schewsky, official delegate to the convention 
from the United Council of the Gas Indus- 
try in France, transmitted greetings from 
the industrial gas fraternity of his country 
to the non-residential branches of our 
American industry. 


Metal Field Demands Best in Fueling 

The first business session, Tuesday after- 
noon, following the industrial gas luncheon, 
covered specific phases of the industrial gas 
sales problem. Clayton 
S. Cronkright, Public 
Service Electric and Gas 
Co., Newark, and chair 
man of the Ferrous 


Below: H. Carl Wolf, 
newly elected vice- 
chairman ot the Indus- 
trial Gas Section 


American Gas buocialion MONTHLY 














olf 
ce- 
us- 





Charles G. Young, keynote speaker at the 
luncheon meeting 


Metals Committee, credited “the culmina- 
tion of a definitely planned program extend- 
ing over a long period of time” as the 
reason “Why Gas Is Forging Ahead in the 
Metals Field.” 

Modern methods are necessary to save 
time and expense in manufacture, he said, 
and to reduce ultimate unit costs so that 
products may be enjoyed by a maximum of 
people. As a result industry demands 
closely controlled production processes to 
meet exacting tolerances, and thus requires 
the best in fuel application and machinery. 

Other reasons he cited for our success 
in the metal field included: (1) the avail- 
ability of gas-using equipment which has 
kept pace with, even gone ahead of, gen- 
eral industrial development, (2) aggressive 
industrial gas utilization research, (3) na- 
tional advertising on a grand scale, (4) 
effective publicity in behalf of industrial 
gas, (5) effective displays at leading na- 
tional industrial exposition, (6) utilization 
of company windows for local industrial 
gas displays, (7) competent sales personnel 
which maintains close personal contact 


Frank H. Adams, of Toledo, greets Ralph 
L. Manier, past chairman of the Industrial 
Gas Section 
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with customers and prospects, and (8) en- 
lightened engineering service in connection 
with each sale. 


Improved Gas Applications Numerous 


Frederic O. Hess, president, The Selas 
Company, Philadelphia, discussed “Build- 
ing the Industrial Load by Improved Ap- 
plications” by describing new principles of 
gas application in a number of key fields 
in which outstanding strides have recently 
been made, among them the baking of new 
industrial finishes, the fire polishing of 
glass, the radiant heating of metal parts 
assembled within incandescent lamp bulbs, 
assembling and sealing paper milk bottles, 
the heat treatment of steel cylinders, the 
annealing of stainless steel, the glazing of 
ceramic products by open firing, the con- 
centrated spot heating of semi-finished metal 
products for “localized’’ working, the braz- 
ing of turbine blades, the superheating of 
steam (particularly for the brewing indus- 
try), and the heat-peeling of vegetables. Mr. 
Hess cited specific case histories to demon- 
strate the practicability of the ingenious 
new gas applications he was considering, 
but emphasized that profitable adaptations of 
these new heating principles could be, and 
should be, made in numerous other fields. 

In view of the unavoidable absence of 
Willard D. Smith of the Frederick H. 
Levey Co., who was to follow Mr. Hess 
with the ink manufacturer's angle on “The 


A candid camera shot 
of a table during the 
luncheon. In. the pic- 
ture are Emil Hofsoos, 
Pittsburgh; Tom Hal- 
loran, Albany; C. H. 
Lekberg, Hammond; 
Frank H. Adams, To- 
ledo, and Dick Reeves, 
Tulsa 


Industrial fa delegates with their atten- 


tion riveted on the speaker. In the back- 
ground are samples of A.G.A. publicity 


Applications of Gas to the Quick Drying 
of Printing Ink,” Roy P. Wilson, The Phil- 
adelphia Gas Works Co. stepped into the 
breach by giving the group the fruits of 
his extensive experience in selling gas to 
the exceptionally numerous printing estab- 
lishments, both huge and small, in his ter- 
ritory. Mr. Wilson prefaced his comments 
with an outline of the various revolutionary 
changes in practice made by the publishing 
field during its dramatic recent history— 
information invaluable to the man attempt- 
ing to sell to that tremendous and highly 
diversified industry. 


Selling Tips from a Veteran 

Few men could be found as well quali- 
fied by experience to treat the next sub- 
ject, “Successful Methods of Selling Stand- 
ard Rated Industrial Gas Furnaces,” as the 
speaker, C. B. Phillips, vice-president, 
Surface Combustion Corporation—and the 
methods and plans he presented were all 
“garnered from proven experiences, gained 
in association with industrial gas men, and 
ones which have repeatedly produced good 
results.” After tracing the successive steps 
in a sample sale involving no short-cuts, 
Mr. Phillips made it plain that no two 
customers are alike and it is necessary to 
adapt the dominant sales appeal and pro- 
cedure to the man being approached. Effec- 
tive sales appeals for various types of 
prospects were given. 


One type of prospect often 
overlooked is the present gas 
user,” noted Mr. Phillips, “and 
to feel that because a plant uses 
gas entirely and pays the bill 
every month it does not need any 
attention is a very poor and 
sometimes tragic policy.” It was 
also emphasized that most effi- 
cient and successful salesmanship 
results only when “the utility 
and the manufacturer sit on the 
same side of the desk” in analyz- 
ing and exploiting markets. 

The remaining time of the Tuesday after- 
noon session was spent in a presentation of 
“Your Industrial and Commercial Gas 
Publicity—As a Sales Tool”—a vital, 
though unusual, subject, which, in the 








words of Harry A. Sutton, chairman, Pub- 
licity Committee, “has never been fully 
presented before this group in conference 
or convention.” Mr. Sutton, enunciated the 
policies for the reorganized program of na- 
tional publicity set up by the Industrial 
Gas Section in 1938, and introduced Harry 
W. Smith, Jr., director, industrial gas pub- 
licity, who made a dramatic presentation 
based upon the past 12 months’ publicity 
progress. 


Selling with Publicity—A New Slant 

Likening sales effort to carpentry, Mr. 
Smith drew an analogy between the various 
sales tools at the disposal of industrial 
gas men and various woodworking tools 
actually displayed on the speakers’ table. 
Publicity became the “rough-cut saw of 
industrial and commercial gas sales’ be- 
cause it “reaches your prospect and influ- 
ences him favorably toward gas before you 
and your direct selling effort get at him.” 

To show the scope of the 10,692 column- 


inches of publicity secured by the Indus- 
trial Section in 92 leading trade and busi- 
ness publications (in 28 distinct fields) 
since October, 1938, Mr. Smith paused 
while the actual pages from the publicity 
scrapbook were hung at the side of the hall. 
The display formed a solid wall 50 feet 
long by 6 feet deep. A similar display 
of magazine front covers graphically illus- 
trated the media used. In addition, six 
basic methods employed in A.G.A. pub- 
licity work “to make your publicity sales 
publicity, rather than mere article writing 
or press agentry’’ were outlined, and ex- 
amples (with exhibits) were given to show 
how the individual non-residential gas sales- 
man can get “plus” value out of the pro- 
gram by “putting publicity to work’ on 
specific sales projects. 

Surprise showmanship wound up _ the 
Tuesday session when Mr. Smith closed his 
address by picking up the “publicity” saw, 
wading through the audience to the room 
entrance which had been transformed to 





month of November. 


MAGAZINE DATE 
The Iron Age November 
Steel October 
Metals and Alloys November 
Metal Progress November 
Heat Treating & Forging November 


October 
October 
November 


Bakers Helper 
Bakers Weekly 
Food Industries 


Ceramic Industry November 


November 
November 
November 


Hotel Management 
American Restaurant 
Chain Store Age 
(Restaurant and Soda 
Fountain Edition) 


Modern Hospital November 
American School Board 


Journal November 


Chemical and Metallur- 


gical Eng'g November 


November 
November 


Industrial Heating 
Industrial Power 





INDUSTRIAL & COMMERCIAL NATIONAL ADVERTISING 
FOR NOVEMBER 


The Advertising Committee of the Industrial Gas Section, J. P. Leinroth, 
chairman, and F. B. Jones, vice-chairman, announces that full-page advertise- 
ments will appear in the following trade and business magazines during the 


Metals Industry 


16 Gas for Heat Treating Metals 


Food Industry 


Ceramic Industry 


Hotels and Restaurants 


Hospitals and Schools 


Processing Industry 


General Manufacturing 


TOPIC 


Gas for Heat Treating Metals 
Gas for Heat Treating Metals 
Gas for Heat Treating Metals 
Gas for Heat Treating Metals 


Improved Bake Ovens 
Improved Bake Ovens 
Gas for Heat Processing of Foods 


Gas in the Ceramic Industry 


Gas for Commercial Cooking 
Gas for Commercial Cooking 
Gas for Commercial Cooking 


Gas for Commercial Cooking 


Gas for Commercial Cooking 


Gas for General Industrial Heating 


Gas for Heat Treating Metals 
Gas for Heat Treating Metals 








represent “the road to any sale,’ and dem- 
onstrating the “specific job for which pub- 
licity is designed” by actually sawing in 
half a detour sawhorse labelled “ignorance 
of our product and its benefits.” As the 
blockade crashed there was revealed a green 
light and blatant traffic sign reading “this 
way to greater non-residential gas sales— 
maintain speed.” 


Utility and Manufacturer—A Team 

On Wednesday Industrial Gas stated its 
case before the entire industry, as well as 
treated its own special problems within the 
fraternity by sectional meeting. C. E. 
Bennett, president, The Manufacturers Light 
and Heat Company, Pittsburgh, repre- 
sented the Industrial Gas Section on the 
general sessions’ program, and answered 
an emphatic “yes’’ to the question “Can 
Our Industry Advance by More Aggressive 
Industrial Gas Promotion?’ (Mr. Ben- 
nett’s remarks are covered on page 374 of 
this issue.) 

After luncheon, Franklin T. Rainey, vice- 
chairman, took over the gavel for the final 
series of papers. Lead-off man was Lloyd 
C. Ginn, sales promotion manager, Ameri- 
can Stove Company, interpreting “The 
Utility and the Manufacturer—As a Team 
for Increased Sales.” 

“We have already gone a long way (in 
the matter of cooperation between utility 
and manufacturer)”, said Mr. Ginn, “but 
much remains to be done. We need most 
of all a definitely organized program.” His 
suggestion was a 12-point program em- 
bracing: (1) cooperative dealer support, 
(2) complete market surveys, (3) closer 
contact between utility men and manufac- 
turer's local representatives, (4) coopera- 
tive dealer meetings, (5) joint prospect 
demonstrations, (6) frequent service meet- 
ings attended by both utility and manufac- 
turer service men, (7) cooperation in de- 
veloping sales aids (at least to extent of 
interchanging plans and ideas), (8) joint 
effort towards appliance development, (9) 
consultation to eliminate price cutting tac- 
tics, (10) combined presentations at na- 
tional expositions, (11) mutual investiga- 
tions of competitive attacks, and (12) co- 
ordination of publication advertising, direct 
mail, displays, etc. 

Occasional, concentrated, and well-sus- 
tained sales campaigns on heavy-duty 
equipment, similar to those frequently con- 
ducted in the domestic range field, were 
strongly advocated—such special campaign- 
ing not now being the general rule. By 
way of illustration, the details of such a 
2-month drive on commercial cooking estab- 
lishments by New Orleans Public Service 
were outlined. 


Rainey and Wolf Take over Reins 
At this point in the afternoon the report 
of the Nominating Committee was made_ 
by Hale A. Clark, Michigan Consolidated 
Gas Company, chairman, and unanimous 
ballots were cast with the result that Frank- 
(Continued on page 415) 
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Gas Exhibit at Restaurant Show 
Doubles as Radio Studio 


NCE again gas appliance displays 

“stole” the restaurant show, and were 
greatly predominant, reports Tom Galla- 
gher, commercial sales manager for The 
Peoples Gas Light and Coke Company, 
Chicago, who, as vice-chairman of the 
Committee on Displays at National Indus- 
trial Expositions, directed the gas indus- 
try’s participation in the twenty-first an- 
nual National Restaurant Exposition which 
was held at Chicago’s Furniture Mart, Oc- 
tober 2 to 6. 


42 Gas Booths 


The show surpassed all previous events 
of its kind, both in number of exhibitors, 
attendance, and “buying interest’’ evidenced, 
Mr. Gallagher reported. There were forty- 
two booths showing or utilizing modern gas 
units adaptable to various restaurant opera- 
tions (at least triple the number which 
could be claimed by any competitive inter- 
est) including effective individual dis- 
plays by almost all of the leading pro- 
ducers of gas-fired commercial cooking 
equipment. 

Centrally predomiant was the A.G.A. 
Industrial Gas Section’s booth featuring the 
latest in water heating and sterilizing equip- 
ment for public eating places. The theme 


of the display was graphically presented ‘‘in 
one look’ by an effectively decorated side- 
wall whereon germs in colorful caricature 
gasped and died under a flood of searing 
water. 

The A.G.A. display was used daily 
from 11 to 11:30 A.M. as the “studio” 
for the exposition’s daily radio broadcast, 
‘Peekers in the Pantry.’’ During this daily 
broadcast over station WCFL, “Bob” Pur- 
cell and “Phil” Libby interviewed widely 
known restaurant people such as Frank J. 
Wiffler, secretary of the National Restau- 
rant Association, and leading restaurateurs 
from all sections of the country. The 
benefits of gas service, merchandised with 
such showmanship, could not have failed 
to impress the crowds. 

But if dramatics drew the crowds at the 
A. G. A. booth, facts and figures held them. 
The Industrial Gas Section’s two-color 
folder distributed at the booth wasted no 
words in proving that “Hot Water for 
Restaurants and Hotels Should Be 180°.” 

Of unusual interest and importance 
among the many types of gas appliances 
exhibited in separate manufacturers booths 
were the displays of two top-heat-controlled 
gas griddles, and a “dry pan” steam table 
with sectional burner control. 


The Industrial Gas Section’s booth at the twenty-first annual National Restaurant Exposi- 
tion, Chicago, not only featured the latest in sterilizing and water heating equipment for 
public eating places, but served as the “studio” for the Exposition’s daily broadcast, 
“Peekers in the Pantry’ 
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GOING AHEAD 
with Industrial Gas 
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The next time one of your restaurant 
customers gets down to splitting hairs on 
fuel costs, show him page 14 of the Sep- 
tember issue of “Restaurant Management” 
whereon complete cost balances for aver- 
age successful purveying establishments in 
five classifications are analyzed by the 
magazine’s Service Department. The item 
of “cookery fuel (gas, etc.)” never repre- 
sents more than two per cent of annual 
operating costs, and in two types of eat- 
eries amounts to only one per cent— 
which means you can prove that a differ- 
ence of as much as 50 per cent in fuel 
costs means less than one per cent in total 
operating costs. 


Yes, the Convention’s over—but don’t 
think the papers and reports delivered 
during the Industrial Gas Sessions have 
finished their jobs! They’re all mime- 
ographed or printed now, and you can get 
the complete set by writing to Headquar- 
ters. Then sit down and study them in re- 
lation to your job. You'll be the winner. 


You have a new A. G. A. Industrial 
Gas Section handbook—crammed full of 
engineering and sales data—all on gas 
engines. It’s the first of its kind ever 
made available to you, and well worth 
the dollar it costs. Take a bow, author 
C. Remschel and you too, D. W. Reeves 
and the Gas Engine Power Committee. 


As we go to press, Western Union 
brings the news that gas is “WOWing 
them” at the National Metal Congress 
and Exposition just opened at the Inter- 
national Amphitheater, Chicago. The 
A. G. A. Combined Industrial Gas Ex- 
hibit—6,000 square feet of it—is defi- 
nitely the “best yet.” Some 23 mid-west 
utilities cooperated with the A. G. A. In- 
dustrial Gas Section to make it possible 
and eleven leading manufacturers of gas- 
using equipment for the metal industries 
are showing their wares. 


If all the articles and news items which 
your Industrial Gas Publicity Committee 
has placed in the past 12 months were 
clipped one column wide and pasted end- 
to-end, they would reach to the top of the 
World’s Fair Trylon, 700 feet into the 
sky—with 191 feet to spare. Incidentally, 
there were 476 of them illustrated by 707 
photos, charts or drawings, and they ap- 
peared in 92 different trade, business and 
technical journals serving 28 distinct 
fields or “interest groups.” 











The Commercial Cooking Triangle 


Consumers-Gas Company-Dealers 





Decause the superior cooking service whi 


consumers, enables us to control, through 


the merchaniising activities 


of the dealers. Its application anf effectivensss can best be demonstrated by 


citing the experience of the Peoples 
® winter resort city heving 350 can'l. 
employed contacted consumers to help 


defore buying any appliance, to 


in all lines; through A.G.A. bulletins ani trede 


Gas Company of Miami Beech, Fie., 


dealer wee delivered with an explanation of the campeny’ 


ges appliances and letting the dealers have all 
you sell appliances. Give us « tip on anyone thinking of 
ideas. All dealers approved of the plen, ani their saleamen ent 


sal us sell ges, and we'll help 
Perhaps we can change their 
®@ representative 


every 
gave their complete cooperation. Results for this first year were 288 appliances sold by the dealers, 


and iockiding @ total i 





During the same period, only one campetitive-fuel major 
Successful here against fuel-oil campetition, end in New York State against an over- 


writer feels thet the principles of “The 


of "27,910 Cu. Ft.” in "Connected Load® 


for the gas campexy. 
commercial appliance was installed on their lines. 
loaé tome, the 


Commercial Cooking Triangle” offer you the very best load insurance 


Henry Birchall, of the Peoples Water and Gas Company, Miami Beach, Florida, chose this 

effective method of outlining a commercial cooking program based on his company’s highly 

successful experience. Incidentally, he has a word of praise for the A.G. A. Commercial 
Cooking Committee 
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Furnace Control 
Requirements 


N view of the growing importance of 

furnace temperature limit controls, 
fan controls, and similar accessories the 
decision was reached some time ago to 
prepare listing requirements covering 
such devices. This task was assigned to 
the Subcommittee on Listing Require- 
ments for Automatic Main Gas-Control 
Valves. 

At a meeting held some months ago, 
general agreement was reached on the 
various constructional details which 
should be included in the standards un- 
dergoing preparation. It was, however, 
realized that laboratory study would be 
required to obtain further data on the 
performance characteristics of such equip- 
ment. The Laboratories were accordingly 
requested to undertake the necessary in- 


ML 


vestigation so that suitable performance 
standards might be prepared. 

At a meeting held on September 13 the 
results of a detailed investigation of con- 
temporary types of such equipment were 
thoroughly reviewed by the subcommittee 
and suggested performance standards cov- 
ering temperature limit controls were ap- 
proved with minor changes. These in- 
cluded suitable tests for dial calibration, 
sensitivity under extreme conditions of air 
velocity and rate of air temperature rise 
as well as continued operation tests to in- 
sure that the controls are capable of satis- 
factory performance over a prolonged pe- 
riod of service. Distribution of tentative 
requirements covering such equipment to 
the industry for criticism was approved 
by the subcommittee. 

Additional studies were recently com- 
pleted on furnace fan controls actuated by 
the bonnet temperature of warm air fur- 
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naces. These are now in the hands of the 
committee for review and approval. After 
acceptance they will be printed in tenta- 
tive form and submitted to the industry 
for criticism. It is expected that they will 
be in final form within the next few 
months. The availability of such stand- 
ards will prove of great convenience to 
the manufacturers of warm air heating 
equipment desiring to make selection of 
controls adapted to their individual needs. 


World’s Fair Folder 
Put to Work 


FFECTIVE use of the New York 

World’s Fair mailing piece prepared 
by the Industrial Gas Section of the 
American Gas Association is illustrated 
in a letter to customers of the Consoli- 
dated Edison Co. of New York, Inc. 
signed by E. J. Jeffe, vice-president. Mr. 
Jeffe writes: 

“This folder takes you behind the 
scenes at the New York World’s Fair to 
show you Gas at work—washing Coca 
Cola bottles, pressing the Army's pants 
and doing one-hundred-and-one other odd 
jobs. It’s an interesting story, well worth 
a few minutes of your reading time, and 
food for thought afterward. 

“When Gas plays such an important 
part in the World of Tomorrow—some- 
where in your business, today, there must 
be some job that can be better done with 
Gas. Send us the card and let's talk 
things over.” 

This type of straight-from-the-shoulder 
appeal is recommended to other gas com- 
panies who have ordered thousands of 
this folder which tells a significant story 
of gas predominance at the Fair. 


Rubber From Gas 


HOUGH many substitutes for rubber 

have reached the market, none has 
gone much further. Reason: Synthetics, 
effective as they may be, have been double 
—if not triple—the price of the natural 
product. 

But now the Universal Oil Products 
Co., of Chicago, announces that it will 
soon market a synthetic at a price com- 
parable to present rubber quotations. 

The new substance is produced from 
butane, a gas by-product of oil refining. 
(Most synthetics are processed from salt, 
coal or sulphur.) According to Universal, 
some 16,000,000 pounds of butane a year 
are available in the United States— 
enough to produce ten times more rubber 
than is currently used by industry. 

Universal believes its new product will 
free the world of dependence on far-off 
jungles for its rubber. In the meantime, 
industry is waiting to see actual evidence 
of the new product's low cost and qual- 
ities —Forbes. 
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Technical Section Meetings Focus Attention 
on Gas Industry's Operating Problems 


TRIKING to the heart of the gas in- 

dustry’s technical problems, more 
than 350 engineers, chemists and other 
highly skilled gas operating men _par- 
ticipated in two fruitful sessions during 
the annual convention in New York City, 
October 9-12. The meetings were fea- 
tured by the presentation of authoritative 
committee reports and individual papers 
on a variety of timely subjects. F. M. 
Goodwin, vice-president in charge of dis- 
tribution of the Boston Consolidated Gas 
Company, chairman of the Technical Sec- 
tion, presided at both meetings. 

In his opening remarks, Chairman 
Goodwin reported on the progress made 
in various cooperative activities during 
the year and thanked the committee chair- 
men and members for their support dur- 
ing his administration. 

The Nominating Committee presented 
the names of A. M. Beebee, of the Roch- 
ester Gas and Electric Corporation, for 
chairman and D. P. Hartson, of the Equi- 
table Gas Company, for vice-chairman. 
They were unanimously elected. 

The first paper was presented by Leon 
J. Willien, chief gas engineer of the Pub- 
lic Utility Engineering and Service Cor- 
poration, entitled ‘‘Potentialities of Future 
Gas Production Costs.” ‘fhe following 
interesting conclusions were reached by 
Mr. Willien: 


1. That complete gasification of coal 
in a water gas machine recovering all of 
the volatile constituents offers little or no 
possibilities of reducing gas production 
costs. 
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2. That preheating generator and car- 
buretor air to 1000° F. should save ap- 
proximately 6.95 lbs. of generator fuel 


A group of tech- 
nical experts 
talks things 
over. Included 
inthe photograph 
are P. W. Sel- 
dard, Toronto; 
Chairman Good- 
win; J. D. von 
Maur, Toronto; 
F. V. Wester- 
maier, E. J. Bar- 
tel, Brooklyn; T. 
J. Perry, Brook- 
lyn; S. P. Cobb, 
New York; H. 
L. Gaidry, New 
Orleans, and L. 
J. Willien, Chi- 
cago 


By STANFORD SETCHELL 


American Gas Association 


Left—George T. Macbeth, Mt. 
Vernon; Floyd Gaunt, Anderson; 
and Charles Reinsburg, Boston 


Below—Chairman F. M. Good- 

win, of Boston, conducts the tech- 

nical sessions with the able as- 

sistance of A. M. Beebee, Roches- 

ter, and H. W. Hartman, New 
York 


per M. The saving would be about 2.4 
cents per M. This compares with a sav- 
ing of about 1.1 cents per M if the same 
heat is recovered in a waste heat boiler. 


3. That the use of oxygen has no place 
in the picture. To break even with pres- 
ent practice, oxygen must be available at 
considerably lower cost than its present 
cost. 


4, That synthesis of gaseous hydrocar- 
bons at high pressures utilizing hydrogen 
in blue gas seems to require too much 
total fuel. It is cheaper to enrich with oil 
than hydrocarbon gases synthesized from 
coal. 


5. That the thermal efficiency of pres- 
ent methods used for manufacturing gas 
—coal gas and carburetted water gas—is 
so high that there is little possibility of 
materially reducing gas production costs. 











6. That fundamentally the two major 
processes used today in the manufacture 
of gas are the same as they were when 
originally developed. Changes and im- 
provements have been made in the de- 
sign of the equipment but not in the 
principles underlying the processes. 

7. That a material reduction in gas 
production costs is only possible in the 
production of valuable by-products. 

8. That cracking Bunker C oil into gas- 
oline, oil gas and coke in a regular crack- 
ing plant, using the coke for generator 
fuel, reforming the oil gas and selling the 
gasoline seems to offer possibilities of a 
35 to 40% reduction in the production 
cost of carburetted water gas. 

9. That the maximum amount of gaso- 
line that could be produced by the gas 
industry by such operation would be a 
small percentage of the total consump- 
tion. It should have no effect on the gaso- 
line market. 

10. That cracking Bunker C oil as pro- 
posed should provide a potential market 
for approximately 50 million barrels of 
fuel oil per year. This oil would be used 
in fairly uniform amounts throughout the 
year. 

In the discussion which followed Mr. 
Willien’s paper the point was raised that 
the process of cracking Bunker C oil into 
gasoline, oil gas and coke involved get- 
ting into the oil refining business and a 
number of those present felt that it would 
be better to stick to the gas business and 
leave this to the oil refiners. 

Edward L. Fischer, gas engineer of The 
United Light & Power Service Company, 
presented an illuminating paper entitled 
“Load Factors and Increment Costs in 
Transmission and Distribution of Gas.” 
The main points of Mr. Fischer's paper 
are as follows: 


Transmission 


1. We find that the so-called two part 
rate is used by many large long pipe lines 
does not in fact reflect costs of service ex- 
cept the average for the entire line, for 
the reason that it takes into account the 
load factor only and omits the volume 
factor completely. 

2. The costs of supplying capacity de- 
crease rapidly as the volume of capacity 
utilized increases. 

3. The increment costs of increased ca- 
pacity are very small compared to the 
costs of a given original capacity. 

4. The increased costs of low load fac- 
tor gas are practically offset by the small 
increment costs of the larger capacity re- 
quired. 

5. House heating gas can therefore be 
delivered at the City Gate at approxi- 
mately the same cost as gas for the estab- 
lished high load factor uses. 


6. The sale of house heating gas results 
in a by-product viz., off peak industrial 
gas, which may be the source of addi- 
tional profit to both pipe line and dis- 
tributor. 


Distribution 


1. The distribution load factor of house 
heating gas is approximately the same as 
for the established uses of gas. 

2. Increment costs of increased capacity 
are relatively the same as for pipe lines. 

3. Where a given distribution system for- 
merly distributing manufactured gas is 
utilized to distribute natural gas its capac- 
ity to distribute heat units is automatically 
increased by a substantial amount at no 
increment cost. 

4. The capacities of existing distribution 
systems can be greatly increased at small 
increment costs. 

5. At the same City Gate cost per MCF, 
or the same holder cost per MCF therefore, 
heating gas, large commercial gas and 


H. L. Gaidry, New Orleans; Stephen P. 

Cobb, New York, and D. P. Hartson, Pitts- 

burgh, incoming vice-chairman. of the Tech- 
nical Section 


industrial gas may be sold at a profit at 
prices well below the existing average 
delivered costs for established business. 

6. The semi-high pressure distribution 
system results in lower capacity costs in a 
given area or permits distribution in low 
density areas at costs not exceeding those 
of low pressure distribution in dense areas. 

The discussion added the information 
that the cost of a certain capacity with 1000 
B.t.u. natural gas was 80% of the cost of 
the same capacity in B.t.u. with 500 B.t.u. 
manufactured gas, because the cost of a 
pipe line varies with the diameter, while 
the capacity in cubic feet varies as the eight- 
thirds power of the diameter. This point 
was emphasized to show that the disad- 
vantage of a low B.t.u. gas in making main 
extensions is not as great as is commonly 
supposed in the manufactured gas industry. 
The use of very small, high pressure mains 
was recommended to reach outlying dis- 
tricts as soon as a few houses have been 
built, to secure the load for gas. 


Gas at World’s Fairs 

C. S. Goldsmith, of The Brooklyn Union 
Gas Company, presented the paper ‘Gas at 
the Fairs’ written jointly by him and Ros- 
coe D. Smith, of the Pacific Gas & Electric 
Company. Mr. Goldsmith described the 
problems encountered in bringing gas to 
the New York World’s Fair from the 
mains of The Brooklyn Union Gas Com- 
pany and the Consolidated Edison Com- 
pany of New York, Inc. He also described 
the steel mains, special couplings, and ex- 
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pansion joints used within the Fair grounds 
to allow for soil movement. The Fair 
site is a marsh which has been used for 
years as an ash dump, so the soil condi- 
tions are very unfavorable. Slides were 
shown giving details of the piping ar- 
rangements and views of the site in the 
early stages of construction. 

Mr. Smith covered the laying of an 
underwater main from Oakland to the San 
Francisco World’s Fair on Treasure Island. 
This was welded in sections on land and 
towed into the water. Distribution at the 
Fair was handled by the exposition com- 
pany, the gas company supplying the gas 
at a wholesale rate to a master meter. 

W. L. Shively, of the Koppers Company, 
reported on the experiences of various com- 
panies with gas dehydration as follows: 

The partial dehydration of manufactured 
gas has been practiced by a number of com- 
panies for periods of from six to ten years. 
The experience of these companies shows 
the process to have achieved the objectives 
originally visualized, i.e., elimination of 
drip pumping, ‘‘freeze-ups’’ and water stop- 
pages, reduction in corrosion of mains and 
services, and substantial improvement in 
meter conditions. Operating costs have 
been found to be slightly less than one- 
half cent per M cu.ft. gas treated. No ad- 
verse effects on pipe-joint leakage have been 
noted by any user. 

A system of super-cooling gas by vacuum 
steam-pump refrigeration has been suc- 
cessful in practice, shown low operating 
cost, and greatly improved service condi- 
tions. 

Natural Gas Dehydration 

There has been a widespread adoption of 
partial dehydration by the natural gas in- 
dustry for treatment of the gas prior to its 
introduction into transmission mains. In 
this manner line stoppages from ice or 
hydrates has been avoided; main corrosion 
and subsequent dust troubles largely elimi- 
nated; and the carrying capacity of the lines 
increased. Dehydration of natural gas is 
accomplished by refrigeration, calcium chlo- 
ride solution, or the combination of the 
two, and by diethylene glycol. Due to the 
relatively high pressures of the gas treated, 
operating costs are quite low, these falling 
in the range .02 to 0.12 cents per M cubic 
feet (std. conditions). 

Dehydration may be combined with hy- 
drogen sulfide removal with mutual ad- 
vantages to both processes. 

O. S. Hagerman, of the Atlantic Sea- 
board Corporation, reported on the work of 
the Gas Conditioning Committee for the 
past year. Its greatest activity was in the 
investigation of organic sulphur in gas. 


.This work was then presented by R. E. 


Kruger, chairman of the Organic Sulphur 
Subcommittee, which conducted a very in- 
tensive series of tests, both field and lab- 
oratory, on the effect of organic sulphur on 
the corrosion of appliances by flue gases. 
Flue products from gases of varying 
organic sulphur content were allowed to 
act on many different metals, it was re- 
ported. A reduction in organic sulphur 
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content showed little effect on corrosion 
until a concentration of about two grains 
per hundred cubic feet was reached. Below 
this point, corrosion diminishes rapidly as 
the organic sulphur content decreases. The 
cost of removing the organic sulphur from 
the gas must be balanced against the sav- 
ings in service costs and the improvement 
in customer relations resulting from a re- 
duction in appliance complaints. Further 
research on suitable processes for organic 
sulphur removal is needed, it was indicated. 

Dr. Morris A. Viteles, of the Philadel- 
phia Electric Company, showed a movie of 
the Fitter Training Course used by this 
company. He was assisted in the ex- 
planation of this picture by W. R. Duncan, 
of the transmission and distribution depart- 
ment of the Philadelphia Electric Company. 
They find that this systematic method of 
training fitters produces qualified men in 
two years’ time. The older method of 
simply assigning the men being trained to 
work as apprentices to an experienced fitter 
usually requires about four years. Careful 
selection of applicants and a thorough train- 
ing in all the various jobs which they are 
likely to encounter makes for a high degree 
of servicing efficiency. 


Gas Production Report 

The report of the Gas Production Com- 
mittee was presented by the chairman, F. B. 
Parke of The Brooklyn Union Gas Com- 
pany. This covered the following subjects: 
Carbonization and Coke; Coke Oven Re- 
fractories; Water Gas; Light Oil Scrubbing 
for Gum Formers; Survey of Gas, Coke 
and By-Product Making Properties of 
American Coals; New Developments of 
Equipment Used in Gas Manufacture, as 
well as reports of the following manufac- 
turer companies: Gas Machinery Company; 
Combustion Utilities Corporation; Phillips 
Petroleum Company; Republic Flow Meters 
Company; United Engineers & Construc- 
tors, Inc. 

E. M. Bliss, of the Public Service Elec- 
tric and Gas Company, summarized the 
report of the Chemical Committee of which 
he is chairman. This was divided into the 
following sections: New Developments; 
Mechanisms for Recording the Combus- 
tion Characteristics of Gases; A Note on 
the Wetting of Iron Oxide Samples Before 
Testing; Composition of Flue Gas After 
Combustion with Insufficient Air; Practical 
Control Methods for Operation of Gas 
Purifiers; Analyses and Tests; The Deter- 
mination of Organic Sulphur in Gases— 
Sources of Error Caused by the Combus- 
tion Process—Progress Report No. 2; On 
the Determination of Water Vapor in Gas- 
eous Fuels; Specific Gravity Recorder; 
Ultra-Violet Light in the Laboratory; The 
Results of Some Corrosion Tests of Metals 
and Alloys in the By-Product Coke Indus- 
try. 

The report of the Distribution Commit- 
tee was presented by the chairman, C. F. 
Turner, of The East Ohio Gas Company. 
This included reports on the April Dis- 
tribution Conference as well as the follow- 
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ing subcommittee reports: Pipe Joints and 
Pipe Materials; Cast Iron Pipe Standards; 
Meters and Metering; Pipe Coatings and 
Corrosion. The report also included arti- 
cles by Dr. Scott Ewing on the Copper- 
Copper Sulfate Half-Cell for Measuring 
Potentials in the Earth and the Cadmium- 
Cadmium Sulfate Half-Cell for Measuring 
Potentials in the Earth. 

These committee reports have been pub- 
lished and are available upon request at 
American Gas Association headquarters, 
420 Lexington Avenue, New York, N. Y. 


RESEARCH INSTITUTE 
(Continued from page 389) 
highly trained man-power available for 
employment in the industry. 

I have indicated to you that the gas 
industry of Great Britain has recog- 
nized the need for fundamental re- 
search and the general coordination of 
existing research. I have referred to 
the well-known fact that industry gen- 
erally in America, and particularly in 
the case of our competitors, is doing 
and for years has been doing substan- 
tial, beneficial and profitable work in 
these fields. Now I ask you, who con- 
stitute the gas industry of the United 
States: Is the gas industry in America 
going to do something about research ? 

I daresay that not a man here is in- 
clined to doubt the benefit to be de- 
rived by our industry from an adequate 
program of research. Yet in the minds 
of each of us there comes the thought 
of the expense involved. It is a fact, 
vouched for by the National Research 








Reprinted from New York Sun 


“Are you sure I'm getting the best grade of 
gas? I’m not having much success with my 
cooking.” 
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Council by reason of a recent survey, 
that industries in the United States 
have been spending annually on the 
average about 1.3% of their invested 
capital on research. The sum I am 
talking about, which we propose that 
the gas industry may wisely spend on 
a research institute is not 1.3% an- 
nually of five billion dollars, or sixty- 
five million dollars. It is a 1/650 
part of that amount, an infinitesimal 
fraction, which properly administered 
and directed will bring our industry 
within the field of this broader con- 
cept. I have been trying to put be- 
fore you, this concept of subjective and 
exploratory research rather than the 
simple ‘‘trouble-shooting,” with which 
each of us is faced in his own business. 
It is true that in the procedure of 
fundamental research the scientist may 
not know the identity of the thing he 
is seeking. He seeks the truth, the 
whole truth, the identity of the parts 
that go to make up the whole; what 
may be done with various combina- 
tions of these component parts, or what 
may be done by combining them with 
catalysts already known. By the scope 
of our present endeavors the world 
may well take for granted that the gas 
industry has resigned itself to the ex- 
ploitation of “the four big jobs’ or 
five big jobs or however many big 
jobs our advertising may refer to. 


Why Limit Gas Jobs? 


Why should we be limited in the 
number of jobs we may perform? A 
year ago a distinguished scientist stood 
on our convention platform and called 
attention to a revolutionary discovery 
and showed us superior textiles of 
extraordinary quality and beauty made 
of gas and a single additional chemi- 
cal. Does that not stir us to the oppor- 
tunity,—no, to the necessity—of in- 
stituting as an industry, our own 
studies in the field of research, which 
may bring us new markets ? 

Every man here knows that applied 
research or development is going on in 
every gas equipment manufacturer's 
plant year after year. We know equally 
well that those efforts have never been 
coordinated, that their results have 
never been correlated, that the industry 
is the poorer by reason of the failure to 
put this work together and to combine 
these results. It is useless to say that 








we need not expect manufacturers nor 
utilities to surrender their hard-won 
secrets to a common pool of ideas, for 
no rational person would expect any- 
one to do so without due protection 
for his investment and effort involved. 

We stand branded a decadent in- 
dustry. That this brand is unjust and 
unfair is beside the point. We have 
lost markets and we know it and, what 
is more, the world knows it. The bril- 
liant advances of other industries more 
adaptable to sudden change have 
eclipsed the progress we have made. 

If there are markets which we may 
enter, if there are uses we may fulfill, 
if there are fields we may expropriate, 
we shall learn of it only through a 
broad program of research. We can- 
not afford to delay longer; we must 
embark upon it, and bear in mind that 
this cannot be done as a job to be com- 
pleted within a year. It requires a 
slow, careful beginning; sustained ef- 
fort over a period of years; assured 
support without a set date of cash re- 
turn, and indeed with only the prob- 
ability of returns to be reflected in 
earnings at the end of a period of 
years. 


The Road to Riches 


This deliberation, this period of 
organization, these years of experi- 
mentation are all a part of research. 
The same characteristics were present 
in the programs of research which 
have made possible so-called “houses 
of magic” and other developments 
which have not only seized the public 
imagination but have paid huge profits. 
Dr. Harrison, professor of physics at 
Massachusetts Institute of Technology, 
has put it in a nutshell in this sentence: 

“Systematic investigation of matter 
and energy without regard to imme- 
diate practical ends has turned out to 
be the most direct road to social 
riches.”” 

The industry has given cheerful sup- 
port to a substantial program of na- 
tional advertising, which has endeav- 
ored to give color, virility, modernity 
and interest to the services offered by 
the gas industry. At far lesser cost 
your committee proposes financial sup- 
port by the industry for another 
departure,—a comprehensive research 
program, which, if successful, should 
give us substance on which we will be 


glad to spend more money to bring it 
to the attention of the public. Let us 
have more big jobs to advertise and 
talk about! If the past and present 
experience of other industries, wide 
awake to ‘heir opportunities, may be 
taken as a guide and example, it is 
through research rather than by acci- 
dent that we may expect to find these 
new jobs. 

Your committee has submitted its 
report to the Executive Board of the 
American Gas Association, in accord- 
ance with its original instructions. That 
report proposed the establishment of 
the Research Institute outlined to you 
in this report. The committee has 
volunteered to act as a group of mem- 
bers of the industry, who will under- 
take the establishment of the Research 
Institute. The Board has given un- 
qualified approval to our proposals and 
has strongly endorsed them. 

The personnel of your committee 
in whose behalf this report is made 
will immediately constitute itself a 
group representative of the industry, 
to organize the Research Institute. We 
will shortly be inviting you and your 
companies to membership and asking 
a small subscription as your initial sup- 
port of the modest and careful begin- 
ning of this long forward step of our 
industry. Your committee urges you, 
as its pioneer partners in this new de- 
parture, not to lose sight of these ele- 
mental facts,—that to earn, we must 
live; that to live, we must grow; that 
to grow, we must, in the light of all 
modern business experience, carry on 
unceasingly a comprehensive and ade- 
quate program of research. 


YOUR ASSOCIATION 
(Continued from page 382) 
which there were present representa- 
tives of the Federal Power Commis- 
sion, Federal Communications Com- 
mission, and Securities Exchange Com- 
mission. 

The Golden Gate International Ex- 
position and the New York World’s 
Fair need no explanation as to their 
interest or their importance to our in- 
dustry. Those of you who have been 
fortunate enough to visit the former 
are well acquainted with its glamor- 
ous features. The gas industry exhibit 
there was sponsored by the Pacific 
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Coast Gas Association and financed by 
western gas companies and both west- 
ern and national manufacturers. ‘‘Gas 
on Parade” is the theme, the slogan 
epitomizing the purpose it achieves. It 
is interesting to note that the only 
changes to the original plans and pro- 
cedures have been additions and im- 
provements made possible by the en- 
thusiasm and support of the many 
manufacturers who have taken advan- 
tage of this opportunity to show their 
wares. 

I am sure that not one of you will 
go home without visiting New York's 
World’s Fair. In the Court of Flame, 
the four big jobs for gas are portrayed 
in dioramatic form. Other features of 
this exhibit are sure to give instructive 
and interesting information. But aside 
from this, I urge each and every one 
of you to use this and other exhibits in 
a productive way to gain ideas for ap- 
plication at home in our daily tasks. 
The gas industry has room for thinkers 
in all its activities. We are on the up 
grade and each and every one of us 
must do his part to make for progress. 

And now my term of office is near- 
ing the end. Your Association now 
comprises membership more represent- 
ative of every branch of the gas busi- 
ness than ever before. I have tried to 
the best of my ability to further the 
objects of this Association and I real- 
ize more, perhaps, than any one the 
splendid cooperation given me. I give 
my thanks to all of the many who have 
so freely contributed their time and 
experience to every request I have 
made. 


Ontario Premier Drills 
for Natural Gas 


NTARIO’S premier, Hon. M. F. 

Hepburn, has been making a deter- 
mined attempt to find natural gas on his 
farm near St. Thomas, Ontario, it is re- 
ported in the October Canadian Gas Jour- 
nal. To date his efforts have been unsuc- 
cessful, the one well having failed to 
bring in production at a depth of 1,128 
feet. The report states that the drillers 


“may make further tests. 


A CP gas range cooks to time and gives 
time to cook in thousands upon thousands 
of homes, because it is the most coopera- 
tive cooking appliance science has yet de- 
vised. 
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ACCOUNTANTS CLOSE YEAR 
(Continued from page 399) 


New York, in presenting the report of the 
subcommittee on Unit Plan of Accounting 
of which he is chairman, called attention to 
a reversal of the trend of ten years ago 
toward specialized methods of customer 
accounting under which the different book- 
keeping functions are performed by sepa- 
rate employees or groups of employees as 
contrasted to the former practice whereir 
one bookkeeper performed and was respon- 
sible for a specified number of accounts. 
The new trend, he stated, is in the direc- 
tion of the old ‘“‘bookkeeping’’ practices. 

In view of the trend, Mr. Milne said, his 
committee’s report dealt with three different 
plans which are departures from the former 
conception of specializing all bookkeeping 
operations. The plans outlined were: “The 
Unit Desk Plan,” by Ohmer Ullery, The 
Ohio Fuel Gas Co., Columbus; “The Sta- 
tion Plan,” by J. A. Williams, Niagara 
Hudson Power Corp., Syracuse; and the 
“Unit Group Plan’’ by A. W. Fyfe, Con- 
solidated Edison Company of New York, 
Inc. Each of these plans is in operation 
and the companies involved claim beneficial 
results since their installation and feel that 
their plan is contributing to better customer 
relations, reduction in expenses and im- 
provements in handling their customer ac- 
counts. 


Customer Accounting Demonstration 

The surprise event of the meeting was 
the demonstration of a complete customer 
accounting system under the direction of 
O. Ullery of Columbus, Ohio. With office 
equipment furnished by the Remington- 
Rand Company of intercommunicating 
equipment supplied by The New York 
Telephone Company a realistic demonstra- 
tion was held. The system shown was the 
Unit Bookkeeping Plan which furnishes 
utility customers with fast and complete 
service whenever they have dealings with 
the company. 

Similar or related functions, under this 
system, are grouped together and tied in 
by inter-communicating equipment, thus 
eliminating waste motions and permitting 
greater functional efficiency. Another ad- 
vantage cited was that completeness of the 
records and the ease of operation develops 
a high degree of interest in the employees 
who handle them. 

Increased importance and interest in mat- 
ters pertaining to customer relations was 
reflected in the conference devoted to that 
subject which attracted 141 delegates, a rec- 
ord attendance for that group. Customer 
Relations Committee reports, “Getting Re- 
sults from Personnel’ and ‘Developing 
Customer Relations,” prepared by the chair- 
man, H. F. Willis, of The Peoples Gas 
Light & Coke Co., Chicago, were read and 
a brief summary of the following interim 
feports were presented: “Measuring Per- 
formance in Telephone Contact Work” by 
Henry R. Flanegan, Philadelphia; ““A Cus- 
tomers’ Department” by C. L. Sullivan, 
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Chicago; and “Form Messages to Custom- 
ers” by J. Gordon Ross, Rochester. 

Mr. Willis urged supervisors to cultivate 
employee friendships, explaining that com- 
panies that encourage this have reaped gen- 
uine benefits. Such a plan lessens labor 
difficulties, builds an enthusiastic support 
of company activities and improves em- 
ployee relations generally, he said. 

“The day is gone when the captain of in- 
dustry ruled supreme and when every em- 
ployee asked no questions and did just what 
he was told’’ Mr. Willis said. “No com- 
pany practicing this theory can stand up 
against the competitor whose leaders have 
an open mind to all suggestions and ideas, 
regardless of source.” 

The discussion leader, Mr. Wegener, of 
the Public Service Company of Northern 
Illinois, Chicago, was then introduced and 
took under discussion topics in which mem- 
bers were interested. Discussion continued 
for approximately two hours, during which 
a number of timely and interesting subjects 
such as the following were discussed: 


. Refunding customer deposits. 
. Transacting appliance sales by telephone. 


. The practice of eliminating the custom- 
ary salutation and complimentary closing 
in letters written to customers. 


. Whether or not high bill complaints can 
better be settled by personal call, or by 
letter or telephone. 


The discussion indicated an active inter- 
est in all these customer relations problems 
on the part of the company representatives 
in attendance. 


COMMERCIAL SECTION MEETINGS 
(Continued from page 402) 


representing 80 per cent of the gas range 
industry, are back of the program, with 
more than 400 models which have received 
laboratory approval as having met the CP 
requirements. “By the end of this 
month,” he said, “well over 100,000 CP 
ranges will be in use.” An appropriation 
of $110,000 has been made by the manu- 
facturers for the promotion of the CP 
ranges in 1940—twice as much as in the 
past year. 

Paul N. Swaffield, advertising manager, 
Hood Rubber Co., Inc., Watertown, 
Mass., the concluding speaker, warned the 
gas industry against considering adver- 
tising as a mysterious drug or stimulant, 
a magic wand, an answer to all sales 
problems or a crutch for lame salesmen to 
lean on. Advertising is not mysterious 
nor a miracle worker, he said. 

“To be effective and productive adver- 
tising must be aggressive, alive and 
awake,” Mr. Swaffield said. “Moreover, 
industry must put advertising to active 
work to produce sales. It is up to you 
to put your national advertising to work 
by identifying the local distributor in the 
minds of the people in his city as the log- 
ical place to buy. Advertising must be 
tied up at the point of sales to reach its 
highest effectiveness.” 
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INDUSTRIAL GAS SESSIONS 
(Continued from page 408) 


lin T. Rainey, The Ohio Fuel Gas Com- 
pany, Columbus, Ohio, assumed the role 
of chairman of the Section for the coming 
year, and H. Carl Wolf, president, Atlanta 
Gas Light Co., Atlanta, Georgia, was 
elected vice-chairman. Both men pledged 
aggressive forward action in behalf of the 
Section in their comments of acceptance. 

After surrendering the gavel of chair- 
manship, Frank H. Trembly, 1939 chair- 
man, was called upon to give his interpre- 
tation of “The Industrial Gas Section’s 
Responsibility to the Gas Industry.” “I 
am certain that there is no section of this 
Association whose work carried it into a 
greater number of fields,” observed Mr. 
Trembly as he set out to describe project- 
by-project the fruits of the past year’s ef- 
fort in all departments of activity. 

The characteristics of the industrial gas 
load were discussed, it being emphasized 
that ‘the problem of industrial and com- 
mercial gas sales is a specialty all its own 
and distinctly different from the sale of gas 
to other classes of customers.” The “im- 
pressive position of the industrial and com- 
mercial load within the gas industry” was 
accounted for, as well as status of our fuel 
in comparison with competition. Mr. 
Trembly indicated that “for the year 1938 
the non-residential gas send-out was 28 
per cent ahead of 1929, compared to an in- 
crease in electric power for industrial and 
commercial purposes of only 13 per cent 
over 1929.” 

In closing, the many facets of “our re- 
sponsibility” to the industry were enumer- 
ated, and the two goals “50% of total 
manufactured gas send-out” and “50% of 
natural gas revenue” were set for non- 
residential branches of the industry. 


Hotel Man Has a Tip for Us 

At every meeting of the Industrial Gas 
Section at least one speaker is chosen— 
not from the gas industry—but an im- 
portant customer classification. The “out- 
side viewpoint” this year came from Ray 
J. Kief, food and beverage manager of 
the Hotel Lexington, New York, and well- 
known veteran of the hotel business. His 
“Hotel Man’s View of Gas Service’ was 
full of practical selling helps. 

Definite recommendations to commercial 
gas salesmen in behalf of hotel men were: 
(1) regular monthly inspections of hotel 
kitchen gas equipment by competent util- 
ity representatives, (2) the prompt bringing 
to the attention of hotelmen excessive gas 
consumptions resulting from maladjusted, 
worn-out, or faulty equipment, (3) equip- 
ment modernization proposals (particularly 
for smaller establishments) and the offering 
of deferred payment plans, and (4) encour- 
agement of manufacturers toward develop- 
ing new equipment specifically designed to 
add to the efficiency and comfort of kitchen 
employees. 

An interesting observation was that air 














conditioning in the dining room has (by 
increasing demands for heavier foods in 
the summer) placed a heavier heat load in 
the kitchen, with the result that “the chef 
is cooked with every extra heat unit spared 
the customer.” “As a result of this and other 
tendencies,” said Mr. Kief, “A new heavy 
duty range will soon have to be designed 
with air chambers and proper insulation to 
eliminate the heat on all but the cooking 
surfaces.” 

Mr. Kief’s sound advice closed the in- 
dustrial gas sessions of the convention, 
although it should be noted that periodi- 
cally during the two-day meeting the chair- 
men of various committees of the Section 
were called upon to brief their committees’ 
progress during the past year and outline 
the literature and formal reports available 
to Section members. Such briefed reports 
were offered from the floor by chairmen: 
J. P. Leinroth (Advertising); Ralph D. 
Hawkins (Non-Ferrous Metals); Charles 
R. Bellamy (Industrial and Commercial Air 
Conditioning); Carlton W. Roll (Com- 
mercial Baking); Lawrence E. Biemiller 
(Volume Water Heating); T. W. Hal- 
loran (Food Industries); F. B. Hatcher 
(Non-Residential Space Heating); Roy P. 
Wilson (Commercial Refrigeration), and 
D. W. Reeves (Gas Engines). Copies of 
the printed reports of these committees for 
1939, as well as complete transcripts of 
all papers delivered before the Tuesday or 
Wednesday Industrial Gas Section Sessions 
are available upon request to American Gas 
Association Headquarters, 420 Lexington 
Avenue, New York City. 


Appliance Testing Makes 
New Records 


PPLIANCE testing activities of the 
American Gas Association Testing 
Laboratories during the past Association 
year reached a maximum since their estab- 
lishment. A total of more than 2800 ap- 
pliances and accessories were tested at the 
Cleveland and Los Angeles Laboratories 
during this period. This represents an in- 
crease of approximately 11 per cent over 
a large advance which had taken place in 
the previous year. Approximately 50 com- 
panies submitted their initial equipment 
for certification during the year. 

While the testing of practically all 
types of equipment proceeded on an in- 
creased scale during the past year, that of 
gas ranges and central heating appliances 
was particularly active. The Certified Per- 
formance program was no doubt largely 
responsible for much gas range approval 
testing, as such ranges to be eligible for 
test according to the Certified Perform- 
ance Requirements are obliged to display 
the Laboratories’ Seal of Approval as a 
prerequisite. 

The action taken by the Federal Hous- 
ing Administration which requires Lab- 
oratory approval of all gas appliances in- 


stalled in buildings financed under its 
regulations undoubtedly stimulated mate- 
rially the testing of central heating equip- 
ment. The manufacturers of such equip- 
ment represented a large percentage of 
the organizations submitting their appli- 
ances to the Laboratories for the first 
time. 

The action of the Federal Housing Ad- 
ministration, it is believed, well illus- 
trates the value attached to the Labora- 
tories’ Seal of Approval by a national 
agency. Further evidence of the signifi- 
cance of this trade-marked emblem is also 
shown by the increasing insistence dis- 
played by dealers and jobbers, mail order 
houses, department stores and other mer- 
chandising outlets in restricting their gas 
appliance sales to models displaying the 
Laboratories’ Seal of Approval. 

As a result of the increased basis of op- 
erations the combined Laboratories’ staff 
now totals 94, an increase of over 15 per 
cent during the year. 


Butane Waste Scored 


AURICE HEISER, who has been 

visiting Canada in the interests of 
British capitalists, estimates that sufficient 
butane is wasted in the Turner Valley 
field in Alberta to operate all the air- 
planes in Canada. 





Article Tells How To 
Buy Gas Appliances 


N page 62 of McCall’s Magazine for 

November appears a special illus- 
trated article by Miss Kathleen Robertson 
entitled, “How To Buy Gas Appliances.” 
Miss Robertson is McCall's household ap- 
pliance editor, and the data for the article 
were collected by her at the A.G. A. Test- 
ing Laboratories in Cleveland. 

A reprint of this article, together with 
a card for ordering additional reprints and 
newspaper mats, has been distributed by 
McCall's to a large number of executives 
of gas companies, home service directors 
and independent appliance dealers. 

Since the gas industry's national adver- 
tising program was initiated, local gas 
companies have purchased 215,490 re- 
prints of gas cookery articles which have 
appeared in McCall’s. In addition, 936 
newspaper mats of these articles (more 
than 500,000 lines of newspaper space) 
were ordered by gas companies for use in 
local newspapers. 


Gas Heating Gains 


HE Public Service Corporation of 

New Jersey reports sales of gas for 
building heating in the first seven months 
this year increased 24.86% over sales for 
this purpose in the corresponding period 
of 1938. 


Se ee ee UMM MUM TO UM eT TTT 





Personnel Service 


SERVICES OFFERED 


Water Heater Manufacturers Representative 
with broad experience, excellent sales rec- 
ord, references, and utility following. At 
present employed, offers his services to water 
heater manufacturer or utility as sales man- 
ager or supervisor of department. 

Manufacturers Sales Manager known in gas 
industry desires change; wishes to connect 
with manufacturer who has good product. 
Outstanding contacts eastern uti.ities, dis- 
tributors; excellent reputation and _ record 
and result getter. 1303. 


As sales supervisor, salesman, heating en- 
gineer or factory representative. Am a grad- 
uate engineer, have had twenty years of 
experience with gas utilities in gas sales 
work. Have had supervision and training of 
salesmen also. Can furnish the best of ref- 
erences and produce results. 1313, 


Utility and corporation lawyer. Thirty years’ 
experience; last eleven one of general coun- 
sel large system operating gas (natural and 
manufactured), electricity, water, steam, 
buses, railroad. Corporate organization; se- 
curity issues and qualification; land tit!es 
and conveyances; municipal franchises and 
proceedings; operating contracts, accounting, 
and all other legal problems of operating. 
Married. 1317. 


Ten years legal practice plus 20 years adver- 
tising and executive experience should make 
me a valuable aide to any executive either 
in the office or outside. Rancanate, willing, 
adaptable. Work well with associates. Have 
solicited advertising, done contact work. 
Should do well in cooperative and associa- 
tion work. Accustomed to meeting execu- 


tives. 1318. 


SERVICES OFFERED 


Sales Executive fully acquainted with all 
phases of gas and electric merchandising. 
Thoroughly capable of organizing, planning, 
and executing the kind of sales campaigns 
you’ve been needing. Utility and distributor 
organizations solicited to inquire. 1319. 


Sales Executive—recognized sales builder and 
contributor to industry development desires 
new connection. Experienced uti. ity manu- 
facturer, distributor, dealer problems. Knows 
specialty merchandising, including hiring, 
training and managing men. Has created 
advertising, sales promotional materials and 
campaigns. College and specialized train- 
ing with background general! finance. 1 


Auditor experienced in latest special account- 
ing and control mood in treasury depart- 
ment of N. Y. World’s Fair; two years 
traveling auditor for nine eastern states. 
College graduate and Pace student, with 
background of thirteen years public utility 
work as treasurer-secretary. 1321 


Are you getting and keeping all available 
. profitable domestic, commercial and indus- 
trial business? Full knowledge of your 
markets is essential. Properly directed 
market analysis provides that knowledge. 
An experienced man, long associated with 
utility and appliance fields, is available 
as a consultant for such studies. 1322. 


Experienced sales executive, twenty years © 


with large middle west gas company hav- 
ing 187,000 meters. Terminated connection 
with that company because of working con- 
ditions. 1323. 
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1939 Advisory Council 
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AFFILIATED ASSOCIATIONS 


Association of Gas Appliance and 
Equipment Manufacturers 

Pres—Frank H. Adams, Surface 
Combustion Corp., Toledo, Ohio. 

Exec. Sec.—C. W. Berghorn, 60 
East 42nd St., New York, N. Y. 


Canadian Gas Association 

Pres.—Julian Garrett, Northwestern 
Utilities Ltd., Edmonton, Alberta. 

Sec.-Tr—G. W. Allen, 7 Astley 
Ave., Toronto. 


Empire State Gas and Electric As- 
sociation 

Pres—E. P. Prezzano, Westchester 
Lighting Co., Mt. Vernon, N. Y. 

Chairman, Gas Section—John J. 
Garland, The Brooklyn Union 
Gas Co., Brooklyn, N. Y. 

Sec.—George H. Smith, Grand Cen- 
tral Terminal, New York, N. Y. 


Illinois Public Utilities Association 

Pres.—E. F. Kelly, Central Illinois 
Public Service Co., Springfield, Ill. 

Sec—Jack Abbey, Room 608, Illi- 
nois Building, Springfield, Ill. 


Indiana Gas Association 

Pres.—Paul A. McLeod, Public 
Service Co. of Indiana, New 
Castle, Ind. 

Sec.-Tr.—H. Wayne Thornburg, Cen- 
a Indiana Gas Co., Anderson, 
Ind. 


Michigan Gas Association - 

Pres——Dean W. Flowers, Michigan 
Consolidated Gas Co., Muskegon, 
Mich. ; 

Sec.-Tr.—A. G. Schroeder, Michigan 
Consolidated Gas Co., Grand 
Rapids, Mich. 


Maryland Utilities Association 

Pres.—J. A. Stoll, Baltimore Transit 
Co., Baltimore, Md. 

Sec—W. D. Haley, 16 Carroll Ave., 
Takoma Park, Md. 


Mid-West Gas Association 

Pres—Fred J. Gunther, Iowa-Ne- 
braska Light & Power Co., Lin- 
coln, Neb. 

Sec.-Tr—Roy B. Searing, Sioux 
City Gas & Electric Co., Sioux 
City, lowa. 


Missouri Association of Public 
Utilities 

Pres—E. H. Lewis, St. Louis 
County Gas Co., Webster Groves, 


Mo. 

Sec.-Tr.—N. R. Beagle, Missouri 
Power & Light Co., Jefferson 
City, Mo. 

Asst. Sec.—Jesse Blythe, 103 West 
High St., Jefferson City, Mo. 


New England Gas Association 

Pres—R. J. Rutherford, Worcester 
Gas Light Co., Worcester, Mass. 

Exec. Sec—Clark Belden, 41 Mt. 
Vernon St., Boston, Mass. 


New Jersey Gas Association 


Pres.—George B. Webber, Public 
Service Electric & Gas Co., Newark, 


N. J. 

Sec.-Tr—H. A. Sutton, Public 
Service Electric and Gas Co., 
Newark, N. J. 


Ohio Gas and Oil Men’s Association 

Pres.—T. C. Jones, The Delaware 
Gas Co., Delaware, Ohio. 

Sec.-Tr.—Frank B. Maullar, 811 
First National Bank Bldg., Co- 
lumbus, Ohio. 


Oklahoma Utilities Association 


Pres—Glenn C. Kiley, Oklahoma 
Gas & Electric Co., Oklahoma 
City, Okla. 

Sec.—Kate A. Niblack,625 Biltmore 
Hotel, Oklahoma City, Okla. 


Pacific Coast Gas Association 

Pres——A. E. Holloway, San Diego 
Consolidated Gas & Electric Co., 
San Diego, Calif. 

Mang. Dir.—Clifford Johnstone, 
447 Sutter St., San Francisco, 
Calif. 


Pennsylvania Gas Association 

Pres—L. B. Eichengreen, Phila- 
delphia Electric Co., Philadel- 
phia, Pa. 

Sec—William Naile, Lebanon Val- 
ley Gas Co., Lebanon, Pa. 


Pennsylvania Natural Gas Men’s 
Association 

Pres —W. H. Haupt, Acme Drill- 
ing Co., Coudersport, Pa. 

Sec.-Tr—B. H. Smyers, Jr., 435 
Sixth Ave., Pittsburgh, Pa. 


Southern Gas Association 

Pres.—C. H. Zachry, Southern Union 
Gas Co., Dallas, Texas. 

Sec.-Tr—S. L. Drumm, New Or- 
leans Public Service Inc.. New 
Orleans, La. 


Wisconsin Utilities Association 

Pres—Bruno Rahn, Milwaukee Gas 
Light Co., Milwaukee, Wis. 

Exec. Sec—A. F. Herwig, 135 West 
Wells St., Milwaukee, Wis. 





























AMERICAN GAS ASSOCIATION 


HEADQUARTERS, 420 LEXINGTON AVE., NEW YORK, N. Y. 


OFFICERS AND DIRECTORS 


WALTER C. BECKJORD New York, N. Y. 
T. J. STRICKLER Kansas City, Mo. 
GEORGE F. MITCHELL Chicago, Hl. 


ERNEST R. ACKER Poughkeepsie, N. Y. 


Managing Director New York, N. Y. 
Assistant Manager .W. 

Secretary KURWIN R. BOYES 

Director, Publicity-Advg. ............... C. W. PERSON 

Chairman, Publicity and Advtg. Committee.C. A. TATTERSALL 

Sectional Vice-Pres. 222.20. 00228. AS F. B. FLAHIVE 

Sectional Vice-Pres. 

Sectional Vice-Pres. 

Sectional Vice-Pres. as Chicago, ill. 
Sectional Vice-Pres. ; Dallas, Texas 
Sectional Vice-Pres. . M. Rochester, N. Y. 


FRANK H. ADAMS Toledo, Ohio GEO. S. HAWLEY Bridgeport, Conn. 
JOHN W. BATTEN Detroit, Mich. CONRAD N. LAUER Philadelphia, Pa. 
JAMES B. BLACK San Francisco, Calif. F. A. NEWTON New York, N. Y. 
F. BRIDGE Los Angeles, Calif. CLIFFORD E. PAIGE New York, N. Y. 
i Baltimore, Md. FRANK H. PAYNE i 

L. DICKERSON New York, N. Y. oe New York, N. Y. 
L. DOHERTY New York. N. Y. HERMAN 

B. EICHENGREEN Philadelphia, Pa. LOUIS RUTHENBURG Evansville, Ind. 
E. GALLAGHER Cleveland, Ohio N. T, SELLMAN New York, N. Y. 


H. HARGROVE Houston, Texas i Newark, N. J. 
W. HARRIS Shreveport, La. 


OP ZOrmmoO> 


SECTION OFFICERS 


New York, N> Y. 
Philadelphia, Pa. 
New York, N.Y. 


DAVIS M. DeBARD New York, N. Y. 
R. J. RUTHERFORD Worcester, Mass. 
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